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How a Big Indiana Hardware Store Has Built Up Sales and Profits 
Through the Handling of the House Furnishings Line 
By L. S 


ings line is like a drug store minus a soda 
fountain. There is something lacking. 
Something that would brand it as alive and up-to- 
date. Something that would bind it to the heart 
of the trade, and particularly to that of the best 
and biggest hardware customer of to-day—the 
woman. 
Perhaps you haven’t been considering the impor- 
tance of the woman as a hardware as- 
set. Perhaps you are unaware that she 


A HARDWARE store without a housefurnish- 
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all of her interests center. Naturally she keeps 
an eagle eye on the things that go to make up the 
furnishings of the home. Any fair-minded hard- 
ware man is willing to concede her that right. 
Now to go one step farther. Have you ever 
accurately figured out the percentage of so-called 
hardware—of the stock that you carry in your 
store—that goes either directly or indirectly into 
the home—the woman’s sphere? If you haven’t, 
you have been viewing your business 
through smoked glasses that have cut 








is the self-appointed and decidedly effi- 
cient buyer in practically every line 
that either directly or indirectly affects 
the American home to-day. Perhaps 
also you fail to realize that it is this 
Same buying propensity that has made 
the American home the attractive place 
it is, while at the same time it has left 
a surplus for Liberty Bonds and Saving 
Stamps. 

Think it over. You watch your mer- 
chandise buying very carefully these 
days, because your future prosperity 
and comfort rest very largely on the 
success of your store. In much the 








out a big slice of the view. 

Take off the storm windows for a 
minute and cast your eye on this par- 
tial list: Builders’ hardware, paints, 
stoves and ranges, washing machines, 
enamel, granite and alumium wares, 
electric appliances, brooms, mops and 
carpet sweepers, vacuum cleaners, 
kitchen utensils, fruit canning and 
vegetable drying equipment, linoleums, 
refrigerators, sewing machines, fireless 
cookers, seeds, garden tools, bathroom 
supplies, heating equipments, phono- 
graphs, screens, lawn and porch furni- 
ture, hammocks, lawn tools, toys, cut 











Same way the modern woman watches 


glass and silver ware—yes, and even 





the income and expenditure of her 
home. There she reigns supreme, and 
there her life work, her happiness and 


Ray H. as a window 
trimmer is Poore in 
name only 
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automobile accessories. The demand 
for each and every one of those items, 
and hundreds of others in your stock, 
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dates back directly to the home, and the woman 
who makes it a home. Puts a different angle on 
the business, doesn’t it, old man? 

Surely you have noticed how the man has gradu- 
ally been dropping out of the buying in favor of 
his better half. Isn’t it about time to officially 
recognize the new order of things and start a 
play for the woman’s trade? Want to know how 
to make the start? If it was a man you would 
feature sporting goods, wouldn’t you? Because 
that is more apt to hit him on a vulnerable spot. 
Well, housefurnishings is the woman’s sporting 
goods line because it hits at the roosting place 
of her chief interest. The way to a man’s heart 
may be through his stomach, but the road to a 
woman’s heart leads directly through the home. 

An Indiana Hardware Store with the Right Hunch 
UT in Gary, Ind., there is a real hardware 

store, the growth of which has kept pace with 
that of the town itself. You have all heard of 
Gary with its mammoth steel plants and its mush- 
room growth. A few years ago it consisted of a 
few shanties on a carpet of sand. Then came the 
steel mills, and almost over night it grew into a 
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make a good slogan. ‘The Goods and the Service.” 
It is also a combination that is hard to beat. 


Demonstration Booth Builds Business 


LMOST the first thing that strikes your eye 

as you enter the front door of the People’s 
Hardware Store is a unique demonstration booth 
located directly in front of the entrance. It con- 
sists of a neatly carpeted space about 12 x 12, 
fenced off with silver finished posts connected 
with heavy gilded chains. Within the enclosure 
is an electric washing machine, a Simplex ironing 
machine, and a battery of vacuum cleaners. The 
washer is connected up and ready for instant oper- 
ation and the ironing machine is in a similar con- 
dition of preparedness, while the vacuum cleaners 
are lined up like machine guns, ready to do their 
bit in a war on dust and dirt. At the front of the 
booth is a glass-topped mahogany table equipped 
with desk telephone and two mahogany chairs. 
The prospective customer can sit comfortably 
while any demonstration is in progress, and in 
case of any indecision can call up the home or 
the office for reserves. Several small rugs are 
arranged on the floor, and a bag of litter is kept 
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modern city. Since that time it has outgrown its’ 
clothes on an average of once a month, and has 
put on a better suit at every change. 

The People’s Hardware Company trailed close 
on the heels of the steel mill, and its big store has 
grown with the town, making good at every turn, 
until to-day it ranks as one of the really big dis- 
tinctive retail establishments of the country. 

Right from the start the men behind this Indiana 
store have had the right hunch on the woman’s 
trade. In an hour’s visit I have counted forty 
women who came in and made purchases, and 
that at a time when there were no special sales 
to draw them to the store. Do you get the signifi- 
eance of that assertion? It means that the Peo- 
ple’s Hardware Store has interested the great 
buyer of the home and has won a big percentage 
of her trade. It also means that the store in 
question must carry the lines that appeal to her 
trade. 

“To what do you attribute your big volume of 
women customers?” I asked the smiling manager. 

“Well,” he replied, “I guess it is just the result 
of giving them the things that interest them, and 
backing up the stock with service.” 

A look at the pictures of his store will show you 
that he has followed that very system. It would 


undry equipment for the home 


in a convenient place. It is the work of but a 
minute to scatter litter on one of the small rugs, 
press the button, and presto—the vacuum cleaner 
is on the job and the litter is on its way to the 
dust bag. 

The salesman is not forced to put on a long 
spiel about merit. The efficiency of the cleaner 
is demonstrated under the most adverse condi- 
tions, and it is a hard-hearted customer indeed 
who can resist a selling appeal of this kind. 

At regular intervals a competent operator 
spends a day demonstrating the speed, economy 
and ease of operation of the electric washer. 
Without even a hint of offensive aggressiveness, 
the women of Gary are taught that a vacuum 
cleaner is a hygienic household necessity; that an 
electric washer is not a complicated machine re- 
quiring the services of an expert mechanic, but a 
comparatively simple, practical labor-saving de- 
vice, accurately adapted to regular household use; 
that an ironing machine can do its work in the 
best possible manner, and with an actual saving 
of time, labor and expense. Occasionally an en- 
tire family washing is cleansed and ironed in this 
booth, and special attention is given to the 
handling of the finer pieces by the machine. At 
such times an accurate account is kept of the 
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actual running expense, and the saving over the 
old method in time and current is computed. After 
such demonstrations sales are comparatively easy. 


Thirty-Five Vacuum Cleaners Sold in Two Weeks 


OW would you like to sell thirty-five vacuum 

cleaners in a couple of weeks, without cutting 
any prices? That is the stunt the People’s Hard- 
ware put over during the first two weeks of April 
this year. It was a demonstration campaign, and 
one employee was kept busy in the booth putting the 
machines to practical tests whenever there were 
any customers in the store. The store windows 
were trimmed to do their bit, the employees were 
primed with selling arguments and salesmen from 
the factory were on hand .to give first aid. A 
house-to-house canvass was undertaken in certain 
sections of the residential district, display adver- 
tisements were inserted in the newspapers, and all 
packages leaving the store carried bundles of 
vacuum cleaner literature. Also invitations were 
issued to the Gary housewives to visit the store and 
see the machines in operation, and each patron was 
given an opportunity to test a cleaner in her own 
home. 
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machines, can repair as well as sell them, and by 
working under a definite system he gets definite 
results. In his pocket Andersen carries a book in 
which are entered the names of all prospective 
washer customers, and each of these prospects re- 
ceives a personal call and the offer of a practical 
demonstration in the home, under home conditions. 
When a sale is made it is followed up, and the buyer 
is held as a continual booster for the store and the 
line. In many cases the buyer of a machine fur- 
nishes the store with a list of prospective customers 
who are already more than half sold. If a sale is 
made to any of such prospects, the buyer who fur- 
nished the tip receives a cordial letter of thanks 
and is made to feel that the service is appreciated. 
Since the first of September of last year, Andersen 
has accumulated a list of 157 real washer prospects, 
many of whom have since purchased machines. As 
a result of his intensive work, a full carload of elec- 
tric washing machines was sold in two months this 
spring. It is a record to be proud of. 


Washers Sold Are Kept in Repair 


[= many cases the retail hardware dealer fails to 
get the best results from the electric washer 





Display booth for electric washers, ironing machines and vacuum cleaners 


The results fully justified the campaign, as in 
addition to the thirty-five cleaners sold, sales in 
general hardware lines were boosted fully 10 per 
cent. These were direct results. Indirectly that 
campaign was responsible for about fifty vacuum 
cleaner sales, and not a single machine has been 
turned back to the store. Some food for thought 
in that experiment. 

Gary is no different from hundreds of other 
towns, and human nature is much the same in all 
places. In times like these no live hardware dealer 
will care to knowingly neglect such an important 
avenue to profit. Take a tip from these Hoosier 
merchants and get your share of the vacuum cleaner 
business. 


Electric Washing Machines in Carload Lots 


UT vacuum cleaners are not the only articles 

turned out of this progressive Gary store. The 
business on electric washing machines has been even 
more satisfactory. At the head of the firm’s electric 
department is a young man by the name of Lokken 
Andersen, who gained much of his selling experi- 
ence while with the Nicholas Hardware Company, 
Oak Park, IIl., and who is living up to all past rec- 
ords. He has a thorough knowledge of washing 
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business because he fails to follow up the sales by 
keeping the purchaser satified. Satisfaction is a 
trump card at the People’s Hardware. As soon as 
a washer customer has had an opportunity to try 
out her purchase, Andersen calls her up on the 
*phone and inquires as to the result. If there has 
been the slightest difficulty, he goes to her home 
and corrects the error which caused the complaint. 
At the store he keeps a tool bag ready packed for 
washer repair work and a motorcycle equipped with 
a side car. When a customer reports that her 
washer is not working properly, he throws his tool 
bag into the side car, hops on the wheel and makes 
a bee-line for the seat of trouble. Usually it is the 
work of but a few minutes to put the machine in 
running order again, and the customer becomes a 
lifelong friend of the store. 

In that tool bag Anderson also carries a bunch of 
catalogs and other literature covering special house 
furnishings lines, such as ironing machines, vacuum 
cleaners or refrigerators. His repair work gives 
him a splendid opportunity to boost these other lines 
and from this source the firm is able to trace many 
good sales. Twelve ironing machines have been 
sold through the store since the agency was taken, 
and all are giving satisfaction to the purchasers. 








A Refrigerator for Every Need 


EFRIGERATORS is another line in which the 

People’s Hardware has made good, and this 
big store is responsible for the placing of many 
helpful cooling devices in Gary homes. The live 
bunch behind the store never wait for the mercury 
to register 100 in the shade before going after the 
refrigerator sales. As early as the first of April 
the line is put on display, and the windows begin 
working up refrigerator enthusiasm in all who pass 
the store. Formerly the line was carried on the 
broad baleony which tops the house furnishings 
booths, but this space is now taken by the automo- 
bile accessories lines, and the ice boxes are nicely 
grouped on the main sales floor, with a reserve stock 
upstairs. Believe me, there is a refrigerator to 
fit the desire and the purse of every customer. The 
stock comprises four standard makes, and about 
twenty sizes, with prices ranging from $4 to $65. 
The line is always pushed the hardest just in ad- 
vance of the spring moving season, and at that time 
the display windows, the newspapers and the sales- 
men all talk refrigerator to every Gary housewife 
who will listen. Every salesman on the floor is thor- 
oughly familiar with the line, and also with the 
trade he serves. Naturally, he sells refrigerators, 
and another house-furnishings item turns a regular 
profit into the firm’s cash register. They play the 
game:all the time at the Peoples’ Hardware. 
Separate Booth System for Various House Furnishings 

Items 

A S you pass down the main aisle of the store you 

are immediately impressed with the fact that 
the arrangement is different from that to which 
you are accustomed. At first you merely sense the 
difference, then all at once you realize that the shelv- 
ing arrangement on the right is not only unique, but 
possessed of many advantages. There is none of that 
long, unbroken shelf arrangement so often seen, 
and no shelf ladders are in evidence. There is a 
beautiful balcony where the auto accessories beckon 
to the motorist, and below it is a striking arrange- 
ment of small sales booths, each devoted to some 
particular housefurnishings line. The booths are 
shelved on three sides and open to the front, while 


the spaces between are fitted with panels on which 
samples are neatly displayed. Each of the booths 


This picture shows arrangement of booths, 
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is marked with a plain show card calling attention 
to the wares within. 

First come electric supplies and utensils, then 
bathroom fixtures, aluminum ware, dinner ware, 
white enamel ware, gray enamel ware, tinware, jani- 
tors’ supplies and paints. Each booth is neatly 
arranged, and is kept in apple-pie order, while every 
item on the shelving is within easy reach from the 
floor. The customer who wants enamel ware is 
ushered into the proper booth, where there is noth- 
ing to distract her attention to other lines, and sales 
are quickly made. Floor cases are arranged at a 
convenient distance in front of the booths, and dis- 
plays of oil ranges, or similar items, are often main- 
tained near those in the rear. Of course, the stoves 
are so arranged as to allow easy access to the booths. 


Store Windows and the Man Behind Them 


UCH of the credit for the success of the Peo- 

ples’ belongs to the man who handles the firm’s 
window displays and makes them the envy of every 
other merchant in Gary. The sales organization 
of the store is a good one, but it is well backed up 
by the window advertising. The display windows 
would be a credit to the Marshall Field or John 
Wanamaker stores, and they not only sell the goods 
but they carry an artistic punch that keeps the shop- 
pers of Gary on the lookout for new stunts. Their 
Liberty Loan window in the last campaign was a 
feature of the drive. On my last visit to the store, 
one of their windows contained the finest paint trim 
I have ever seen. 

The one which we reproduce will give some idea 
of the weekly treat they give the Gary shoppers, 
although the brightness of the aluminum ware in 
the display makes it difficult for the photographer 
to do the trim justice. This window was directly 
responsible for the sale of several hundred dollars’ 
worth of Wear-Ever aluminum, which should be 
guarantee enough of its drawing power. 

Ray N. Poore is the man behind the windows at 
the Peoples’ Hardware, and, believe me, he is 
Poor(e) in name only. His workmanship is good, 
with a capital G. The windows in his charge are 
changed weekly, and every trim is a gilt-edged invi- 
tation to buy. So far the people of Gary have 
accepted every invitation. If your windows have 
been loafing on the job you will do well to pattern 
after this big Indiana store and put them to work 
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The approach to the housefurnishings section is baited with attractive and profit-bearing lines 


on a paying basis. In the house-furnishings line 
they can be made the best salesmen on your force. 


Smaller Items Carried on Bin-Topped Tables 


‘THE smaller items of the house-furnishings line 
are carried on home-made display tables the 
tops of which are double-decked and fitted with bins 
or compartments to accommodate the wares. The 
tables are also fitted with shelves on which are kept 
the scrub pails, brushes, cuspidors, and similar 
larger items. 

In the bins you will find such items as steak ten- 
derers, tack hammers, egg beaters, potato mashers, 
fly swatters, carpet beaters, small ice tongs, lemon 
juicers, percolator tops, cover lifters, cake turners, 
wire forks, granite spoons, dish washers, furniture 
dusters, strainers, tack pullers, fruit-jar wrenches, 
and dozens of similar articles. Each bin is plainly 
marked with the price of the items therein, and 
the tables are kept scrupulously clean and well 
trimmed at all times. The tables are placed near 
the rear of the aisle, with a definite purpose. If 
a customer desires to purchase any of the small 
articles mentiorfed he is forced to pass the displays 
of the larger and more profitable lines, with the 
result that sales are greatly increased. 

It has been found that the smaller items of the 
house-furnishings line are not apt to move very 
freely when the stock is carried on the regular store 
shelving or in closed drawers. The customer comes 
in for one article, and, not seeing any others that 
appeal to her, stops her buying at that point. How- 
ever, when goods are displayed as mentioned very 
few one-item sales are recorded. Those racket 
counters of the Peoples’ Hardware have put a crimp 
in the sales of the Gary ten-cent stores and have 
increased sales in the lines mentioned fully 100 per 
cent. There is a hint in this idea for the hardware 
dealer who still keeps his small wares hidden from 
public view. If you are in that class, be wise and 
change your method. Turn the light of day on the 
little items of your stock and turn that home money 
toward your cash register. It’s good business. 

Some day I am going to tell you more about this 
big store on the sand dunes of Gary, but the whole 
story is too big for this little article. However, I 
can safely say that it is neither a one-man nor a 
one-line store, and that it houses ideas as well as 


hardware. You may not have a flock of steel mills 
in your back yard, and your town may not outgrow 
its clothes every few weeks, but it’s a cinch that you 
do live in a good American town where there are 
real homes, good women, and hard cash that seeks 
a house-furnishings outlet. Why not organize a 
trench raid and capture a fair share of that coin. 
Sharpen your sales bayonet. Lay down an advertis- 
ing barrage. Then go over the top and give them 
HOUSE FURNISHINGS! 


’ 

South’s Auto Saleswoman 
M ISS MARY WHITE- 

MAN, of New Or- 
leans is an automobile 
saleswoman. She is also 
a radio expert and teacher 
and qualified instructor in 
one or more branches of 
Red Cross work. She has 
even taken cavalry ma- 
neuvers. 

Miss Whiteman is the 
daughter of Captain and 
Mrs. H. C. Whiteman, of 
New Orleans. She was in 
the Demack Motor Car 
Co., Overland headquart- 
ers in the New Orleans 
territory one day and in 
the course of conversation 
George Demack spoke of 
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Miss Mary Whiteman 


the difficulty in getting 
salesmen on account of the scarcity of men. 
“IT can sell cars,” she said suddenly. “I can sell 


Overlands,” she added. 

“You’ve got a job then,” was George’s reply, and 
the next morning New Orleans motordom began to 
awake to the fact that a new and very vital selling 
force was in its midst. 

Miss Whiteman sold her first car within two days, 
and her second on a few days later. She is the only 
woman car salesman in New Orleans and perhaps in 
the South. 





THE HERO Mrc. Co., Gaul and Adams Streets, 
Philadelphia, manufacturer of oilers, metal special- 
ties, etc., has awarded contract to the Austin Co., 
Bulletin Building, for a one-story steel-frame ma- 
chine shop, 40x 200 ft., on Stokley Street, near 
Westmoreland Avenue, to cost about $25,000. 








Silverware for Hardware 
Stores 






By CARAN DASH 









Flowers and lace centerpieces add 
touches of refinement to window displays 








N THESE days when many 

lines of so-called non-essentials 
are curtailed, the hardware 
dealer is in a pretty strong position 
to build up his volume because his 
stocks are by their nature practi- 
cally all actual necessities in every- 
day life. 

One of his best opportunities is 
to branch out into new endeavors il 
through channels which perhaps es eee Te 
yesterday were not obvious. How 
many hardware men have stopped to think that they merchandise usually has all the good qualities of 
are selling very largely to men and forgetting the utility except beauty. What line can he carry that 





wants of women shoppers? adds the appeal of beauty to utility? 
Now a woman will go into a hardware store on a Silverware! 
definite errand—say to buy a paper of tacks, a What kind of silverware? Sterling? Expensive 


potato masher, a fireless cooker or a garden tool. plate? No, because women naturally go to the jew- 
The point is, she had already made up her mind _ eler for such luxuries, along with gems, watches and 
what to buy and where to buy it. She is “sold” so forth. The answer is then, popular-priced sil- 


before she pins on her hat in her own house. verware. 

How about coaxing into the store the woman who It is made in beautiful patterns. It appeals to 
hadn’t intended to go there when she started down-_ the esthetic sense. It displays to good advantage. 
town? It’s a great little “corner brightener.” It falls 


Women like pretty things. The hardware man’s logically into the class of cutlery and household 
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wares the dealer already carries, and it makes cork- 
ing good window displays! 

Illustrating this article are some window trims 
especially prepared by Mr. A, J. Edgell for the 
Wm. Rogers Mfg. Company of Meriden, Conn., one 
of the International Silver Company’s organiza- 
tions. These displays show what can be done with 
small assortments. They are attractive, simple, 
easily made up. The Wm. Rogers Mfg. Company 
realizes that hardware dealers will not risk over- 
stocking silverware, so they have fitted these dis- 
plays to the quantities of the merchandise the 
dealer will most likely carry. 


Linoleuma Logical Hard ware 


Line 
HE woman who buys a modern range, elec- 
T tric washer, vacuum cleaner, kitchen cabi- 
net, or any other high-grade article of house- 
hold equipment in the hardware store, is also a 
purchaser of linoleum and would buy it in the 
hardware store if the dealer had it on display. 

Hardware stores that deal in general housefur- 
nishing lines and specialties have found that the 
sale of one article encourages calls for other ar- 
ticles naturally related to it. Linoleum has al- 
ways been associated with the stove department 
of the hardware store; the introduction of modern 
labor-saving appliances has merely emphasized its 
logical place in housefurnishing departments that 
cater to housewife trade. 

Often it requires but a simple sales suggestion 
to add a bill of linoleum to a sale of other mer- 
chandise for the kitchen, laundry or bath. Not 
only are wooden floors very hard to keep clean, 
even by constant scrubbing, but once they become 
shabby and worn, refinishing them is expensive. 
Linoleum is easily wiped up each day with a mop; 
no back-breaking scrubbing is necessary. Fur- 
thermore, it is durable and wears for years. Mod- 
ern linoleum patterns are in good taste and add 
greatly to the attractive, sanitary appearance of 
any kitchen or bathroom. Here is an opportunity 
for a profitable sale, for the woman who is buying 
modern equipment for her kitchen or laundry will, 
in many cases, respond readily to the suggestion 
that her floors should be in keeping with the rest 
of the furnishings. 

It is not necessary to have a large stock of lin- 
oleum to appeal to the women customers of hard- 
ware stores. Six or eight to a dozen patterns, de- 
pending on the size of the store, carefully selected 
according to the character of the store’s clientele, 
if properly displayed, will take care of all ordi- 
nary calls. These patterns should include several 
of the better-grade inlaids in tile and conventional 
designs, as well as the cheaper prints. If dis- 
played in proximity to the stove or housefurnish- 
ing department, many purchasers of other articles 
will be reminded that they need linoleum, too, and 
profitable sales will result. 

Given its due proportion of merchandising ef- 
fort, linoleum stocks can be turned with sufficient 
frequency to produce very satisfactory profits. 
Although long considered a staple, only to be kept 
on hand against possible calls, many merchants 
have found that by the use of window displays at 
appropriate seasons of the year, sales of linoleum 
can be largely increased. 

Linoleum makers will cheerfully place at the 
disposal of all merchants handling their goods 
sales-building window trims. 
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A good silverware window trim, or well bal- 
anced display unit, will not only sell silverware— 
and at a nice profit, too—but it will invite shoppers 
into the store who are headed straight for other 
shopping depots. 

And the woman who goes inside to see silverware 
will look at meat choppers and wooden ware and 
washing machines—lots of things she is now buy- 
ing at the department store but might as well buy 
of you. 

Why not cultivate the hardware-store habit 
among women? Half of all the people of your ac- 
quaintance are women. Are you satisfied with half 
a public? 


If I Were a Hardware 
Dealer 


F I were a hardware dealer I would inaugurate a 
special salesmanship course along the following 
lines for all of my clerks and employees. 

Every Monday morning I would call the whole 
force into my office and I would appoint each one 
of them as a special salesman for some one item or 
class of items for a period of one week. Smith I’d 
make the paint specialist, Jones the sporting goods 
specialist, Brown the automobile accessory special- 
ist, Green the stove specialist, and so on. 

To Smith I’d give all the booklets and other adver- 
tising material that my paint manufacturers sup- 
plied me with. Jones would get all the sales and ad- 
vertising literature sent me by the sporting goods 
manufacturers. Brown would get the material sent 
me by the automobile accessory houses, and Green 
would get all the dope on stoves, etc., etc. 

Then I’d talk to them something like this: 

“Boys, each one of you is special salesman for 
the week for the particular item or line that has 
been assigned to you. Each of you has all the sales 
material the manufacturer of your item or line 
supplies us with. Now look this stuff over and see 
how many selling points you can dig up about your 
particular specialty. 

“The idea is this. You are not to neglect your 
regular work for this specialty, but I want you to 
make it a point to talk to every customer you come 
in contact with during the week about the thing for 
which you are the special salesman. Don’t overdo 
it, of course. But wherever you get a chance, don’t 
forget to slip in a few words about your specialty. 

“T have set up a figure from my records that rep- 
resents a normal week’s business for the item or 
items for which each of you is the special salesman, 
and we all want to try to boost the sales of our 
specialty as much as we possibly can by Saturday 
night. Every one of you who makes a special effort 
to increase the selling of his particular product for 
this week is going to hear from me financially when 
he gets his little old pay envelope. You will get a 
commission on all sales of your special line over the 
amount which I have proved to my own satisfaction 
represents a normal week’s business in that line. 

“Now get busy! Let’s see which of us can think 
of the most selling points and the most ways of 
increasing business in our line this week. Let’s 
see who can prove himself to be the best salesman 
in the crowd.” 

The following week I would call the men in again 
and give each one some different line to handle. In 
this way I would in a very short time be able to 
increase the efficiency of each of my employees and 
make them more valuable to themselves and to me, 
and, what is equally important, add greatly to the 
esprit de corps and ambition of my force. 





Standardizing Cotton Waste 


Texture and Absorbency Obtained by Mix-Sheet of Ingredients—Unique 


Sample 


HE idea that waste is merely a wad of tangled 
threads used to wipe and polish is refuted by the 
Royal Mfg. Co., Rahway, N. J., in standardizing the 
quality of waste, and its bale weights and tare, taking 
the business out of the field of loose bargaining and 
into the domain of systematic manufacturing and mar- 
keting. The object is to guarantee that the new handful 
of waste will do the same work that the last one did. 
The effectiveness of waste is largely a matter of ab- 
sorbency. Poor waste may be defined in part as one 
which quickly reaches the saturation point and is 
thrown aside for fresh. Good waste, it is explained, 
may be turned inside out and used over and over again. 
The standardization of waste begins at the Royal 
plant with the purchase of 
baled waste from mills 
known to discard refuse 
yarn or cloth of the desired 
grade and uniformity. To 
insure an adequate supply, 
large stocks are carried in 
the company’s warehouse, a 
two-story reinforced - con- 
crete structure served by 
railroad siding and liberally 
lighted by skylights to per- 
mit of close inspection and 
grading, and making for 
clean and safe storage. 
Twelve grades of waste, 
six white and six colored, 




































Room 


make a mix are opened and the stuff from one is spread 
out on tables, 4 x 10 ft., with wire-mesh top. Women 
work it over deftly and pull it toward them in such a 
manner as to drop dust, lint, and all variety of small 
foreign particles through the mesh, at the same time 
picking out needles, large metal splinters, and other 
extraneous objects and pushing the cleaned waste into 
hampers, 3 x 4 x 5 ft., mounted on casters. Where not 
of a uniform character, the various kinds are sorted and 
graded into the various hampers. As each hamper is 
filled it is trundled to bins in the stockroom, and the 
material is used in the mix in the quantity prescribed. 

In the mix room, 60 x 100 ft., a floor space is cleared 
for mixing the several waste ingredients called for. 
There the bales are opened 
and spread out by hand, one 
after another, together with 
the specified screened stuffs, 
and this process is repeated, 
layer on layer, until the re- 
quired weight has been laid. 

The mass is yet only in- 
completely mixed, and an 
additional hand process is 
resorted to to gain greater 
uniformity. Standing on 
all sides of the spread-out 
mass, the mix gang pulls 
out handfuls of waste, at 
the same time cutting with 
a long knife any lengths of 











The removal of extraneous matter from cotton waste, the 


The final process of machine carding to reduce lumpy or 


first step in its standardization, is shown at left and 
above. For mixes specifying low-grade ingredients these stuffs are sorted and graded over screening tables (left) 
and then rescreened (above) to remove any needles, spliiters or other objects that have escaped first inepection. 


unhomogeneous texture of the mix is shown (at right) 


where tenders are rolling up laps of carded waste on spindles 


have been standardized, and are carried in stock. To 
get out an order of any particular mixture of waste 
a job card is issued by the ordcr department to the 
manufacturing department, specifying the total weight 
to be shipped. The prescription is then prepared giving 
the grade and weight of each element of the mixture. 
From this formula a sample is prepared, and, after 
being approved by the manufacturing department, the 
mix is made accordingly. 

The basic cotton waste materials are: (1) Cop, the 
conical roll of thread formed on the spindle of spinning 
machines; (2) spooler, thread that has tangled or pulled 
from spools during the spinning; (3) slasher, sized 
spooler; and (4) colored threads, which consist largely 
of colored slasher and colored spooler. 

Certain lower vrades of desired qualities selected to 


threads over 18 to 24 in. in length. This is then thrown 
behind them on a cleared space. It is next carried 
over to another set of large-size screening tables, where 
it is pulled across the mesh, inspected a second time, 
and repicked, removing any remaining extraneous ma- 
terial, every movement serving to further mix and 
standardize it. 

The mixed waste is, however, at this stage rather 
lumpy and unhomogeneous and still not thoroughly 
assimilated. It is, therefore, necessary to resort to a 
third process, known as machining. 

In this operation the rescreened waste mixture is 
dropped down a chute to the machining room. This 
department, 60 x 100 ft., contains 10 picker machines 
with an individual capacity of 1000 lb. per hr., each 


a 


belt-driven from a line shaft driven by one 75-hp. and 
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two 50-hp. motors at 1500 r.p.m. In these picker or 
carding machines the waste is fed against a rapidly 
rotating cylinder covered with curved teeth pointed 
backward from the direction of motion, so as to slide 
over the mass with a stroking action that opens the 
ply and combs out the material. These cylindrical roll- 
ers are encased to hold the waste closely against the 
teeth. The waste as it is combed is carried over the 
cylinder, and comes away from it on the opposite side 
as a loose mat. In this form it is wrapped around roll- 
ers by the machine tender as it emerges from the 
mill, and is subsequently slid out of the roll at the 
first opportunity and later returned to receive another 
“Jap.” 

Upon the laps reaching the baling department each 
one is inspected and weighed before being dropped into 
the baler, and exact weights are compressed, equivalent 
to 94 per cent of the gross bale weight in a 100-1b. bale 
and allowing exactly 6 per cent for tare consisting of 
burlap covering and steel bands. Standard bales are 
25-, 50-, 100-, 250-, 500-lb. sizes, and also in miniature 
packages, 5 lb. and 10 lb., for garage work. Standardi- 
zation and uniformity are thus obtained in both the 
working quality of the 
waste, in its net weight, and 
in the tare. 

When an order is received 
in the office it goes to the 
order department, where it 
is checked for price, quan- 
tity, bale sizes and delivery. 
It then goes to the manu- 
facturing department, and 
is co-ordinated with other 
orders on the books, so that 
the proper efficiency can be 
reached in laying out the 
weekly production. Most all 
orders are on_ standard 
grades, and these are filled 
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To guarantee absolute uniformity on re-orders a 
unique sample room has been established. Indexed 
racks, arranged similarly as library shelves, are em- 
ployed for filling boxes containing indexed samples of 
each mix arranged in numerical order and record sam- 
ples submitted for use in matching future orders. 
Records are card indexed and kept in order by the 
sample-room clerk in charge of this department. He 
also has charge of making all trial mix samples. Ree- 
ords are kept of all dealings with each account and 
prospect, a resumé of all correspondence being typed 
on cards and kept by the sales-promotion department, 
thereby giving complete information to insure a prompt 
and logical relationship with every customer. 





Hibbard, Spencer, Bartlett Picnic 


HREE special trains carrying eleven hundred em- 

ployees of Hibbard, Spencer, Bartlett & Company, 
started for Glenwood Park, Illinois, Saturday, June 
22nd, to hold their first annual outing. The program 
was under the supervision of W. F. Waller, president 
of the Employees’ Recreation Club; F. G. Russell, vice 
president; Miss Florence 
Price, secretary, and E. J. 
O’Connell, treasurer. It did 
justice to the occasion and 
consisted of the usual ath- 
letic events which were 
closely contested. All the 
prizes for the twenty-seven 
events for men, women and 
children were donated 
through the courtesy of 
Hibbard, Spencer, Bartlett 
& Company. 

Everyone who attended 
found plenty of entertain- 
ment and there was some- 
thing doing all the time. 











The uniformity of orders on specification waste is assured by reference to sample of prior order of identical mix 
filed in indexed boxes in sample room (circle). The mix gang is shown (at left) laying mix and (at right) pull- 
ing mix preparatory to the final carding 


from stock which is always carried on hand. Such 
orders go to the shipping room direct, preparatory to 
the material being loaded on the cars. 

Orders on specification waste go to the manufacturing 
department, where the mix sheet is made. For this 
particular order a trial sample is then run to ascer- 
tain if the new mixings are the same in every respect 
as the last. This is a precautionary measure to insure 
delivery of material according to original sample and 
prior shipments. The mix-sheet is then issued to the 
head of the raw-material stock rooms. The necessary 
raw products are designated and the bales sent into the 
mix room and the mix sheet given to the foreman of 
that room. The desired number of bales of each class 
of raw material are opened up and the baled weights 
are checked against the prescribed quantity. After the 
mixing has been run and baled this sheet is returned 
to the offices for approval and audit. 


Everybody reported a day of real enjoyment with con- 
gratulations to the committee in charge. 


W. J. Lockwood’s Fish Catch 

A recent inspection of the annual “fishing report,” 
duly filed along with similar data of previous years, in 
the piscatorial archives of William J. Lockwood (the 
veteran “Knight of the Grip” of John H. Graham & 
Company, New York), showed good results. This 
sport is the main hobby of a true disciple of Izaak Wal- 
ton; place, Hubbard’s Resort, Haywood, Wis.; guide, 
Peter Murray; time, May 30-June 5; catch, forty-seven 
pike and three “muskies.” 

Very soon afterward, Mr. and Mrs. Lockwood, both 
of whom spent a week’s vacation at the Hubbard place, 
entertained a party of friends at the Auditorium Hotel, 
Chicago, with one of the prize muskalonge caught at that 
time, as the leading article of the gastronomic course. 





Taking the “IF” Out of “THRIFT” 


How the Vacuum Oil Company Stimulates the Sale of War Savings 
Stamps by a Sales Competition Among Departments and 


3y PAUL ROSE 


HAT do you do with your quarters? 
What do your employees do with their 
quarters? 

Do they bring in an income, or are they just 
small change to be spent? 

Liberty Loans come and Liberty Loans go. We 
buy our bonds, sit back complacently and chirp, 
“Well, Uncle Sam, I am doing my bit.” Are we? 
How about War Savings Stamps? 

There is a nice comfortable feeling about those 
yellow-backed Liberty Bonds. They make you 
feel like a bloated plutocrat, whether you own one 
or a dozen. But don’t overlook the little green 
two-bit War Savings Stamp. For the War Sav- 
ings Stamp is the bird that takes the “if” out of 
“thrift” and puts your quarters to work for Uncle 
Sam and yourself. 

If you never stopped to think just how big a 
25-cent piece is, consider this: 

If everybody in the United States would save 


25 cents a week, the nation as a whole would save 
$25,000,000 a week. 

Some sum! 

In order to stimulate and increase the sales of 
War Savings Stamps among employees, the 
Vacuum Oil Company of New York instituted this 
spring a sales competition among departments, re- 
fineries and branches of the company. 

Previous to this time the company had been urg- 
ing the sale of War Savings Stamps in about the 
same manner as is probably used by many other 
business concerns throughout the country. That 
is, War Savings Stamps posters were put up in 
various conspicuous places, stamp agents were ap- 
pointed and employees were urged to loan their 
money to the Government. 

But with the starting of the competition, condi- 
tions changed and tremendous increases of pur- 


(Continued on page 88) 


WEEKLY RECORD INTER-DEPARTMENTAL 


WAR SAVINGS STAMPS CAMPAIGN 


Week Ending April 6th, 1918.- 
Total Period of 5 Weeks. 


Note, The leading department is the department with the 
"Highest Average Investment per Employe." 


ACOUMULATIVE PERIOD CURRENT WEEK 











Humber of Total Cash Average Invest- Bumber of Employes % of Employes 
Department Employes Value ment per Employe Buying Stamps Buying Stamps 

Steamship Department 6 $ 449.96 $74.99 100% 
Traffic Department 8 237617 29.64 Fs] 62.6% 
Poreign Shipping Department 37 1085.61 29.34 37 100% 
(Mr. Howland) 
Sevetes easing Department 14 401.74 28.69 14 100% 
Engine Builders De>artment 9 187618 20679 9 100% 
Accounting De>artment 26 £20038 20.01 26 100% 
New Yor: General Department 35 641.83 18.34 35 100% 
Purci.....g Department 29 455.56 15.70 29 100% 
Brecutive Offices ) 
Mail Department ) 
Pile Department ) 
Seeenee Seeneeemate Depertaent 33 600.44 15.16 30 90.9% 
Oode Department ) 
Messengers ) 
Marine Department 22 319.07 14.50 22 100% 
Ship & Warehouse Department 60 860.91 14.34 60 100% 
Bew York Automobile Department 39 565.67 14.24 19 48.7% 
Manufacturing Department 14 136223 9266 14 100% 
Advertising Department 19 179.23 9.34 19 100% 
Tanners Department 5 43.94 6679 5 100% 
Technical Department ” 69.73 8.63 7 100% 
Refined 011 Department 10 81.25 8.13 38 80% 
Outeide Marketers 6 39.42 60657 ; 6 100% 
Oréer Department 11 66017 611 11 100% 
Inepectors 14 60014 4.29 10 71.4% 

TOTAL 404 $6870.63 $17.00 372 92.0% 


This is a sample of a branch weekly report or bulletin. The data on it is transferred to the large blackboards in 
the main corridors at that branch and a bulletin is also posted in each department of the branch in order to let 
all the employees of the branch see just where their department stands 
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Morning’s Mail 


from the Trade 

















Serving in France 


USSELL A. ATKINSON, enlisted in the 13th 
Coast Artillery, Brooklyn, N. Y., two years ago 
when eighteen years old. He served a while in a 
signal station at Fort 
Hamilton on New York 
Bay, and is now on ac- 
tive duty in France. He 
is a graduate of Public 
School No. 75 and the 
Bushwick High School. 
Mr. Atkinson, after 
leaving high school, went 
into business with his 
father, Robert J. Atkin- 
son, at Broadway and 
Quincy Street, Brooklyn. 
He is well-known to the 
trade in Greater New 
York and has attended 
various events of the 
Metropolitan Hardware 
Association, of which his 
father is a leading and 
influential member. Rob- 
ert J. Atkinson was for 
two years president of the Brooklyn Hardware 
Dealers’ Association and has been for some time 
an active member of the Special Liberty Loan Com- 
mittee of the Hardware, Metals and Allied Trades. 


Union Fork & Hoe Co. Buys Plant 


HE Pratt Fork & Hoe Corporation, Frankfort, N. Y., 
has sold its plant and business to the Union Fork 
& Hoe Company, Columbus, Ohio, which will operate 
their new acquisition as the “Liberty Works.” This will 
give the Union Company three complete plants: The 
Columbus Works, Columbus, Ohio; The Continental 
Works, Frankfort, N. Y., and the Liberty Works, Frank- 
fort, N. Y. The general offices of the company will 
remain at Columbus. The local management of each 
factory will be the same as heretofore, and the goods 
manufactured will bear the same labels. The company 
will handle the selling of their product direct from the 
general office, as in the past, and will be represented in 
certain localities by the following sales organizations: 
J. C. McCarty & Co., New York City; John T. Rown- 
tree, Inc., Los Angeles, Cal.; Miller Sales Company, 
Cleveland, Ohio. 
Dealers making out orders this year are requested 
to use the numbers in the Union Company’s catalog D. 
Copies will be mailed on request. 





Russell A. Atkinson 


Helps Employees Get Coal 


asennad of the Simonds Manufacturing Com- 
pany of Fitchburg, Mass., will be able to keep their 
homes warm during the next winter and workers will 
have but little worry over the fuel situation if they 
take advantage of the offer the company has made. 
The company will arrange for the immediate delivery 
of fuel to any of its employees from the local coal 
dealers. The necessary cash payments will be made 
to the dealers and employees will be given an oppor- 
tunity of paying their accounts to the company in sums 
or at intervals convenient to them. 

The plan is not only intended to help the employees 
but it is adopted as a measure to assist in relieving the 
coal shortage and possible congestion of orders later. 


Brief Notes of the Trade 


THE ACCESS CABINET Co., Marion, Ind., has been 
incorporated with $50,000 capital stock to manu- 
facture furniture. The directors are Paul and 
William P. Ritterskamp and Charles C. Becker. 


THE WORCESTER STAMPED METAL Co., 9 Hunt 
Street, Worcester, Mass., is building an addition to 
cost $10,000. The E. J. Cross Co. has the con- 
tract. 


THE GILBERT & BARGER MFc. Co., Springfield, 
Mass., has awarded a contract to the H. Wales 
Lines Co., Meriden, Conn., for a temporary factory 
building, 60 x 120 ft., one story. 


THE MAGNET Toy & NOVELTY Co., Port Hope, 
Ont., is making arrangements for the erection of a 
toy factory on Sherwood Street, Bobcaygeon, Ont., 
to cost $25,000. 


THE BRONXCO WHEEL Co., New York, has beer 
incorporated with a capital of $10,000 by D. J. Bar- 
rett, W. F. Wahrenberger and J. Digiacomo, 2304 
Prospect Avenue, to manufacture demountable 
wheels for automobiles. 


THE FRED MEDART MFG. Co., Dekalb Street, 
St. Louis, Mo., manufacturer of steel lockers, etc., is 
planning for the construction of an addition to its 
plant to cost about $10,000. 


THE MAIN AUTO RADIATOR Co., Newark, N. J., 
has filed notice of organization to operate a works 
at 398 Washington Street, for the manufacture of 
radiators, etc. John Wilder and Herman Ritz, 
Derby, Conn., head the company. 


MILLER & VAN WINKLE, 18 Bridge Street, 
Brooklyn, manufacturers of steel springs, have in- 
creased their capital from $150,000 to $300,000. 


THE FEDERAL SNAP FASTENER CORPORATION, New 
York, has been incorporated with a capital of 
$100,000 by S. Basch, A. Chapel and M. T. Dann- 
reuther, 409 Edgecomb Avenue, to manufacture 
metal fasteners, etc. 


Belgians Want Catalogs 


| Gor view of the critical situation which will result for 
Belgium through the disasters caused by the depre- 
dations of the Germans, their removing of tools, raw 
materials, manufactured products, etc., there has been 
created, with the co-operation of and under the con- 
trol of the Belgian State, an organization having for 
its object the economical reconstruction of Belgium, en- 
titled “Comptoir National Pour La Reprise De L’Acti- 
vite Economique en Belgique” (Société Coopérative) , 
15 Rue Louis-le-Grand, Paris, France. 

This organization, in helping industry and trade by 
enabling the people to purchase the tools and all neces- 
sary raw materials, will not only reconstruct the 
economic situation of Belgium, but will put an end to 
the sufferings of the working classes by enabling them 
to start working in reconstructed shops. The society 
writes: 

“Everything interests us, as everything has to be set 
up again: metallurgy, materials for construction of 
buildings, leathers, textiles, farming implements, chem- 
ical products, wood machines, electrical material, optical 
instruments, motor cars, vans, wagons, oils and greases 
of all kinds, refractory materials, etc. 

“In order to enable us to place our orders, please 
send us by return your catalogs, and tariffs in 
triplicate.” 








66 


Cows for the Red Cross 


C. SHARPLES, president of the 

« Sharples Separator Company, 
West Chester, Pa., has offered to do- 
nate to the American Red Cross four 
pure-bred dairy cows, representative 
of their four great breeds—Jerseys, 
Guernseys, Holsteins and Ayrshires, 
with the suggestion that the quartette 
be sent on tour by the Red Cross in a 
special car to visit all the principal 
cities during the summer. He suggests 


Hardware Age 





further that the cows could be fea- 
tured in each city on a Red Cross 
Dairy Day and sold for the day at 
public auction, all money thus ob- 


NO GERMAN MADE GOODS 
ACCEPTED ON THIS ORDER. 





tained to go to Red Cross. headquar- 
ters through the local Red Cross organ- 
ization. It is proposed that the cows 
be so routed that they may be in 
Waterloo, Iowa, the last week in Sep- 
tember at the Dairy Cattle Congress, 
and at Columbus, Ohio, the week com- 
mencing October 10, for the National 
Dairy Show. Finally Mr. Sharples 
proposes that at the last named show 
the cows be donated by the people of 
the United States through the Ameri- 
can Red Cross to the Government of France as a foun- 
dation of four breeding herds of dairy cattle that would 
assist in the reestablishment of the dairy industry in 
that country. 

The plan has the approval of the National Dairy 
Council, and of the Dairy Department of Agriculture at 
Washington. Mr. Sharples offers the services of Mr. 
Dale E. Andrews, manager of the company’s Dairy 
Educational Department, to assist in working out this 


plan. 
Personal and Otherwise 
Since the appearance of the letter from Aviator 
Robert L. Biggers in the June 13th issue of HARDWARE 


AGE, he has been promoted to lieutenant, junior grade, 
of the Naval Aviation Corps. He is stationed at Miami, 
Fla. 

George J. Bridgham, department manager, is largely 
responsible for the fine housewares displays in the Dun- 
can & Goodell store, Worcester, Mass., concerning which 
we told last week. He has an able lieutenant in Earle 
R. Pepin, decorator and display man. 

J. C. Stiles has resigned as manager of the St. Louis 


This engraving needs little explanation. 
Harrington pastes this slip—‘No German Made Goods Accepted on This 





On all his order blanks Hubert 


Order.” It’s printed in red. 


(Mo.) branch of the Stewart-Warner Speedometer Cor- 
poration to become active president of the Liberty 
Accessories Corporation. The other officers of the com- 
pany are Harry G. Balthasar, vice-president and gen- 
eral manager, and Ernest G. Raff, secretary and treas- 
urer. 

About 200 employees of the Sherwin-Williams Com- 
pany of Boston on June 26 held their twelfth annual 
outing at Canobie Lake. J. R. Stout, general manager 
of the local office, and chairman of the committee on 
the outing, headed the party. A program of sports 
and a public auction were some of the features of the 
day’s entertainment. 

According to a telegram received by John J. Flynn of 
New Haven, Conn., his son John J. Flynn, Jr., was 
severely wounded in action on the western battle front 
on June 16. Flynn is a private in the 103d Machine 
Gun Battalion. Prior to the war he was employed at 
the Winchester Repeating Arms Co. 

A. B. Cole has been appointed assistant to manager, 
department of publicity, Westinghouse Electric & Mfg. 
Company, East Pittsburgh, Pa., to succeed M. C. Tur- 
pin, who has accepted a position in the Ordnance 


Department at Washington, D. C. 


Background Imparts Life to Auto Utilities Window Display 
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In this window Barker, Rose & Clinton, Elmira, N. Y.., 





SE-MENT-OL 


RADIATOR 
ME? 


have made clever use of a scenic background to heighten 
the attractive power of a display of Se-ment-ol and Norwesco. A miniature railroad and toy houses and figures 
impart the necessary atmosphere of outdoors 
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Hardware Men Doing Their Bit at Washington—More Steel for Tool 
Manufacturers—Uncertainties as to Output of 
Pleasure Automobiles 
By W. L. CROUNSE 


WASHINGTON, July 1, 1918. 
HE Hardware Manufacturers’ Organization 
for War Service is making good. The first 
month of its activity in Washington has 
demonstrated its value in a most notable manner 
and it would be difficult to say whether the Gov- 
ernment or the trade is the chief beneficiary. 

There are scores of war service committees in 
Washington representing various industries and 
many of them are doing excellent work, but the 
hardware trade enjoys the special advantage of 
having practical men at the helm both of its serv- 
ice committee and of the division which represents 
the trade in the War Industries Board. With 
Murray Sargent in charge of the hardware and 
hand tool section of the War Industries Board and 
P. H. Robinson behind the big desk at the service 
committee’s headquarters on New York Avenue, 
things move like clock work. 

If the Government needs hardware, Murray 
Sargent pushes a button and gets.it. If the trade 
needs information as to what the Government 
wants, a wire or a letter to Robinson brings a 
prompt response. 

The forthcoming bulletin of the organization 
for war service will make an interesting announce- 
ment to manufacturers who use toool steel in their 
products. The Priorities Board has issued a 
blanket priority with a fairly high classification 
covering all steel for use in woodworking tools 
and small tools. The Priorities Board is notifying 
the steel mills of this important change which will 
relieve manufacturers of the necessity of obtain- 
ing priority orders and there will be a universal 
feeling of gratification at the outcome. 

The steel situation has been growing more and 
more critical and every indication of a let-up will 
be good news to the hardware manufacturers. The 
days of surplus steel have gone glimmering and 
it will be many a day before they return. 

But the Priorities Board is likely to go even fur- 
ther. I am informed by a high official of the 
board that priority on all forms of high-speed steel 
and tool steel is likely to be cancelled within a 
few days, thus relieving consumers of the ne- 
cessity of applying to Washington for priority 
orders. 

This new policy is predicated upon the fact that 


there is a greater supply of tool steel in sight in 
proportion to the demand than of other grades of 
steel. How long this condition may last can not 
be foreshadowed, but the outlook is now sufficient- 
ly good to justify the Priorities Board in easing up 
and it is fair to assume that the concession to the 
tool manufacturers would not have been made at 
this time if indications had not pointed to the 
probability of the continuance of the present sit- 
uation for a considerable time to come. 


Warning Concerning Reduction in Finish 


HE executive manager of the Hardware Manu- 

facturers’ Organization for War Service is- 
sues a word of warning concerning the suggestion 
made in the War Service Bulletin sent out under 
date of June 10 with regard to economies to be 
effected in the finish of goods. “For example,” 
said the bulletin, “cut out high polish and nickel 
plate, and furnish forged or black finish, and sub- 
stitute domestic for imported woods.” 

Lest manufacturers may take these suggestions 
too literally and carry them too far the executive 
manager says: 

“The details of reduction in finish referred to 
in the bulletin must be worked qut carefully by 
the various industries. It should be understood 
that the manufacturers in making recommenda- 
tions on this subject, must await the final approval 
of the Conservation Division of the War Indus- 
tries Board, unless the manufacturers themselves 
wish to assume the responsibility of any steps 
taken. 

“The manufacturers should have in mind that 
the cutting down in finish on any item must not 
in any way interfere with its suitability to do the 
work for which it is required. When an industry 
has finally reached a decision as to what it recom- 
mends, a report should be made through the dele- 
gate, to the Hardware Organization, who will take 
up the matter with the various Government De- 
partments before a final decision is reached.” 


That Inventory of Hardware Stocks 


HERE has also been some confusion as to re- 
ports of a nation-wide inventory of hardware 
stocks. The inventory referred to applies only to 
dealers and warehouses from which certain steel 
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products are supplied for essential purposes. 

The trade will be fully advised as to what prod- 
ucts are included in the inventory and as to the 
details concerning them desired by the War In- 
dustries Board. The forms will be widely dis- 
tributed and may be relied upon as embracing all 
the information needed by the Government. The 
executive manager emphasizes the statement that 
it should be clearly understood throughout the 
trade that these reports do not apply to manu- 
facturers. 

If any members of the trade are having diffi- 
culty in obtaining pig iron or steel and are not 
familiar with the present mode of procedure in 
obtaining fuel and raw materials they can secure 
the information by writing to Mr. Robinson at the 
Washington headquarters. He has the dope at 
his fingers’ ends and all communications will re- 
ceive prompt attention. 


Furnace Manufacturers to Save Iron and Steel 


CONSERVATION program for the manufac- 
turers of furnaces with a view to saving iron 
and steel has finally been adopted as the result of 
a series of conferences between furnace manufac- 
turers and the officials of the Conservation Di- 
vision of the War Industries Board. The program 
has been incorporated in a series of recommenda- 
tions to the entire furnace industry regarding 
types and sizes that should be eliminated. 
These economies in manufacture are not only 
for the purpose of saving iron and steel. They 
will also aid materially in conserving labor, capi- 
tal, transportation and manufacturing facilities 
for war needs. In transmitting the program the 
Conservation Division has addressed the follow- 
ing letter to all furnace manufacturers. 


“It is of first importance in the present emergency 
that the country’s resources be used to full advantage 
and that we husband our supplies of materials, equip- 
ment and capital to aid in carrying on the war. The 
Conservation Division of the War Industries Board is 
making an inquiry to learn what savings the furnace 
manufacturing industry can effect and how the amount 
of capital invested in manufacturers’ and dealers’ 
stocks can be reduced. 

“The board has been informed that manufacturers in 
this industry are offering a greater variety of types, 
patterns and sizes of furnaces than is necessary in time 
of war, and that it would be entirely practicable to 
effect a reduction as a measure of conservation. , By 
such a reduction and by restricting the making of cer- 
tain types and sizes to but a few models, materials and 
equipment can be saved and the amount of capital in- 
vested in manufacturers’ and merchants’ stocks sub- 
stantially reduced. The elimination of the unnecessary 
use of steel and iron, which are urgently required for 
war purposes, is particularly desirable. 

“The program which has been drawn up is being sub- 
mitted to each furnace manufacturer. A copy is en- 
closed. This program will be made effective unless 
substantial reasons are immediately presented to show 
that by some modification the needs of the Government 
can be met more effectually. If you have suggestions 
on this program whereby greater economies can be 
brought about, we shall be glad to receive them.” 


How Cuts Are to Be Made 


‘ie program transmitted by the Conservation 
Division, although tentative in the sense that 
it will be modified if good reasons can be shown 
for making changes is, nevertheless, likely to be 
enforced without material alteration. It is as fol- 
lows: 

“1, The immediate discontinuance of the manufacture 
of new patterns for the duration of the war. 

“2. Each manufacturer to limit his line to not more 
than three styles of heaters, for the duration of the war. 
(Either cast or steel radiators may be used for each 
style if desired. Each so-called “pipeless” type to be 
included as one of the above three styles.) 

“3. Each manufacturer to limit his line to not more 
than five sizes for each style of heater. 


Hardware Age 


“4, The manufacturer of firepot size of a rating less 
than 19 inches to be discontinued. 

“5. Pokers, scrapers, shovels, draft regulators and 
chains to be furnished only as extras.” 


Troubles of the Automobile Men 


i HE automobile manufacturers who specialize in 

pleasure cars are having a hard time finding 
out just where the Government expects them to 
get off. The difficulty grows out of a certain lack 
of co-ordination between the Government agencies 
having charge of fuel and steel, and at this writ- 
ing it is difficult to see how matters can be 
straightened out so as to give the pleasure-car 
makers a clear idea of what they will be able to 
do during the coming year. 

Several months ago the Government informed 
the automobile manufacturers that, owing to the 
shortage in chrome steel, they would be obliged to 
curtail their output during the coming year by a 
very substantial percentage. The exact figure was 
not then stated and it is an extraordinary fact 
that, in spite of the extent to which the subject 
has been threshed over in the interval, the fixing 
of a definite limit on the output of passenger cars 
appears to be no nearer than at the outset. There 
are good reasons for this uncertainty, however, al- 
though every manufacturer will appreciate how 
rough it is on the automobile men. 

Dr. Garfield recently made an announcement 
that seemed to settle the matter. He declared 
that the makers of pleasure cars would have their 
coal supply curtailed to 25 per cent of the amount 
consumed last year, but that this reduction would 
not apply to the building of trucks or to the use 
of facilities for any other essential purpose. 

In this connection Dr. Garfield said that the 
work of restricting coal supplies would be co-ordi- 
nated with the plan of the War Industries Board 
with respect to supplies of steel. As an illustra- 
tion, he said that the bureau finding it necessary 
to make the heaviest cut would set the pace for 
the other bureaus; that is to say, if the Fuel 
Administration decided to slash the coal supply of 
a given industry to 25 per cent of normal consump- 
tion the War Industries Board would curtail the 
steel supply proportionately, even though condi- 
tions might warrant the allotment of a higher 
percentage of steel. 


Replogle Has Ideas of His Own 


NFORTUNATELY the War Industries Board 

does not seem to have received official infor- 
mation regarding the co-ordination plan. At any 
rate, Director of Steel Supply Replogle who, by 
the way, is getting to be one of the really big men 
here, is working along entirely independent lines 
and expresses the opinion that it is not practicable 
to carry out Dr. Garfield’s idea. 

The Government is now taking perilously near 
100 per cent of the current output of the staple 
lines of iron and steel. How much will be left 
thirty days hence for any commercial industry 
not directly contributing to the war no human be- 
ing can say; hence, Mr. Replogle cannot see his 
way clear to saying that the pleasure car manu- 
facturers can have 25 per cent of their normal 
consumption of steel. 

As a matter of fact the Director of Steel Supply 
is attacking the problem from an entirely different 
angle. He has no prejudice against pleasure cars 
and is prepared to help their manufacturers 
wherever he can, but his plan will be to give them 
all the steel that can be spared from time to time 
rather than to pledge the Government to any hard 
and fast percentage. 
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Twenty-Five Per Cent Is Outside Limit 


— may be months when it will be practi- 
cable to let them have considerably more than 
25 per cent of their normal needs, but unless all 
signs fail there will be more months when they 
will have to run along without a pound of any- 
thing that even looks like steel. In the meantime 
the pleasure car builders will have to worry along 
on 25 per cent of their normal coal supply. Dr. 
Garfield is adamant on this. 

A delegation of manufacturers recently made an 
unsuccessful attempt to secure an additional con- 
cession from the Fuel Administrator by calling 
his attention to the fact that the industry now has 
on hand a supply of steel which, upon the average, 
will keep the pleasure car builders busy for about 
four months from Aug. 1. Having this steel they 
thought Dr. Garfield ought to give them an equiva- 
lent amount of coal, namely 100 per cent for four 
months, postponing the curtail until Dec. 1 next. 

The official Coal King listened patiently, but 
shook his head when the automobile men had 
finished. So, from present indications, 25 per 
cent of last year’s output of pleasure cars will be 
the maximum limit for Aug. 1, next. After Dec. 
1 the question as to whether this limit will be 
reached will depend on the steel supply. 


HE next time one of your customers calls your 
attention to a low price in a mail-order cata- 
log read him the following: 

Charges were recently preferred before the 
Federal Trade Commission against Sears, Roebuck 
& Co. of Chicago, alleging that it is the practice of 
this concern to sell certain merchandise at less 
than cost conditioned upon the purchase of cer- 
tain other merchandise upon which this enter- 
prising firm makes a profit so exorbitant as to 
leave a very comfortable margin on the entire 
transaction. After a careful investigation the 
commission has found these charges to have been 
proven and has issued an order to Sears, Roebuck 
& Co. to cease the following practices: 

“1. Circulating catalogs containing advertise- 
ments of sugar for sale wherein it is falsely repre- 
sented that because of large purchasing power 


Coming Conventions 


TENNESSEE RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Nashville, Aug. 6, 7, 8, 
1918, Walter Harlan, secretary-treasurer, 44 Boule- 
vard Circle, Atlanta, Ga. 


MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul Auditorium, St. Paul, Feb. 18, 19, 
20, 21, 1919. H. O. Roberts, secretary, 1032 Metro- 
politan Life Building, Minneapolis. 


WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, Feb. 5, 6, 7, 1919. P. J. 
Jacobs, secretary, Stevens Point. 


MISSOURI RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, St. Joseph, Feb. 4, 5, 6, 
1919. F. X. Becherer, secretary, 5136 North Broad- 
way, St. Louis. 


Miller to Sell ‘‘Liberty Works” Line 


HE Miller Sales Company, Cleveland, Ohio, has ob- 
tained the sales agency in their territory for the 
products of the Union Fork & Hoe Company, Columbus, 
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and quick-moving stock the company is able to sell 
sugar at a lower price than its competitors. 

“2. Selling or offering to sell sugar below 
cost, through catalogs circulated throughout the 
countrv. 

“3. Circulating catalogs containing advertise- 
ments representing that its competitors do not 
deal fairly, honestly and justly with their cus- 
tomers. 

“4, Circulating catalogs containing advertise- 
ments offering its teas for sale in which adver- 
tisements it is falsely stated that the company 
sends a special representative to Japan who per- 
sonally goes into the tea gardens of that country 
and personally supervises the picking of the tea. 

“5. Circulating catalogs containing advertise- 
ments offering coffee for sale in which it is falsely 
stated that the company purchases all of its 
coffees direct from the best plantations in the 
world.” 

It was admitted that the company has offered 
sugar for sale at three to four cents a pound 
through advertisements in catalogs in which it 
was represented that Sears, Roebuck & Co., be- 
cause of its ability to make large purchases and 
move its stock quickly, was able to sell sugar at 
a lower price than others could, that such adver- 
tisements were false and misleading, as the com- 
pany sold such sugar at less than cost in all 
cases, and the offer to sell was limited to a definite 
auantity of sugar and was always made up on 
the condition that certain other groceries be pur- 
chased at the same time and that a sufficient price 
was received to give a profit on the combined sale. 

It was admitted that during the latter half of 
1915 Sears, Roebuck & Co. sold sugar to such an 
extent that $780,000 was received for it, the sales 
being made at a loss of $196,000, all of the sales 
being combination sales on which a profit was 
made. It was admitted also that advertisements 
were circulated by the company in which it was 
intimated that competitors were charging more 
than a fair price for sugar. 

The other practices forbidden by the order of 
the commission were admitted also. 

How pleased the customers of the mail-order 
octopus will be when they read this news. 


Ohio, including those of the “Liberty Works,” which 
was formerly the Pratt & Hoe Corporation, Frankfort, 
N. Y., recently acquired by the Union Company. The 
Miller Company will specialize on the “Liberty Works” 
line, Mr. H. D. Miller, president of the company, having 
sold their product for the last five years. 


Notes from Mason Tire Co. 


LAG DAY, June 14th, was celebrated at the plant 

of the Mason Tire & Rubber Company, Kent, Ohio, 
with a program at the noon hour. The entire factory 
and office forces attended. A band concert of patriotic 
selections was given, followed by an address by the 
Rev. J. H. Hull. A large, new flag was raised by Gen- 
eral Manager D. M. Mason while the assembly sang 
“The Star-Spangled Banner.” Reverend Hull led the 
pledge of allegiance in which all joined, after which the 
new service flag containing fifty stars was unfurled. 
Music by the band concluded the program. 

At a recent meeting of the board of directors of the 
Mason Tire & Rubber Company, D. M. Mason was 
elected vice-president. 

A quarterly dividend of one and three-fourths per 
cent on the preferred stock of the Mason Tire & Rub- 
ber Company has been declared payable July 1 to stock- 
holders of record at close of business June 15th. 
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Future of the Railroads 


HILE various manufacturing, com- 
mercial and banking activities are 
Government controlled more or less 

completely at the present time, the case of 
the railroads stands by itself. We had had 
a serious matter with the railroads for years, 
a matter that was made much more serious 
still because we did not sufficiently realize 
that the problem was confronting us. What 
is to be the future of the railroads? It is 
idle to mention as a governing or even an im- 
portant factor that it will be impossible to 
return the roads to their owners. It might 
with equal facility have been said that it 
would be impossible for the Government to 
take them from their ownérs, but it did so, 
on two days’ notice, and by existing law there 
is virtually more than two years’ time in 
which to prepare the roads for a return, for 
presumably it will be possible to foresee 
peace as a probability before it is actually de- 
clared. 

The fact that we did not solve our railroad 
problem before the war is no reason for say- 
ing that we cannot solve it. It need not be 
assumed, moreover, that we must have either 
private operation as we had before or Gov- 
ernment operation such as we have of the 
Postoffice Department. There are many 
courses that lie between. 

There is no proposal, of course, that a pro- 
gram should be mapped out at this time. 
Obviously we should profit by the experiences 
we pass through, whereby information will 
be acquired that will be helpful in solving 
the problem when its solution becomes neces- 
sary. That is, it is a definite obligation that 
these experiences be scrutinized as they pass. 
They are going to prove helpful and they 
must not be forgotten. 

It is of particular importance to study 
closely the changes that have occurred in the 
making over of the railroads, as the old con- 
ditions have been made to yield to the new. 
Such study will be difficult when the war is 
over. Thinking men should give attention to 
these changes now, and earnest and sober, 
not superficial, attention. 

For instance, we have now a tremendous 
rate advance, when the Interstate Commerce 
Commission had barely granted any advances 
before, and then apparently rather grudging- 
ly. Satisfactory results follow. It will not 
do to maintain that similar results would 
have followed if rate advances had been 
granted under the old regime. There was no 
public control provided for the spending of 
such increased revenue as might be author- 
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ized. To-day the Government prescribes pre- 
cisely how much shall be spent in wages, how 
much in rolling stock and how much in other 
improvements. These and many other mat- 
ters should be considered by thinking men 
now, or they will regret later that they have 
not fortified themselves to form clear opin- 
ions as to what ultimately should be done 
with the railroads. How deep has been the 
confusion of thought and how idle have been 
some of the conclusions reached in consider- 
ing the case of the railroads thus far is well 
illustrated by certain charges that were made 
in some quarters last winter. One of these 
was that before the Government took charge 
of the railroads the railroad managers were 
purposely failing to conduct their work effi- 
ciently, in order to force control by the Gov- 
ernment, while another charge afterward, 
when the Government had taken control and 
weather conditions produced still worse con- 
gestion, was that the railroad managers were 
“lying down” in order to discredit control by 
the Government. Both charges could not be 
true, and, of course, neither of them really 
was. 

If these extremely important chapters in 
railroad history that are now being written 
are not studied carefully in the light of the 
attendant circumstances, while the latter are 
readily seen, we may find ourselves in as bad 
a muddle after the war as to what to do with 
the railroads as we certainly were in before 
this experiment of Government control was 
undertaken. 


Our Waste of Paper 


Official communications received from 
England written on a low grade of coarse 
paper are a reminder of the straits to which 
that country has been reduced on account of 
the growing shortage of paper. Here in 
America we have no such shortage as yet, 
but we have no guarantee that we won’t 
have to face it before the war is over, espe- 
cially when it is remembered that it takes a 
pound of coal to produce a pound of paper. 
Our carelessness in the use of paper is colos- 
sal. Business men are by no means exempt 
from the evil. Paper has been ridiculously 
cheap hitherto, but it is so no longer. Busi- 
ness letters are too often written on a full 
sheet when half a sheet would do. Wrap- 
pings are often twice as thick as necessary. 
We must all learn to squander less paper or 
we'll come to the pass to which British busi- 
ness men have been reduced and will be writ- 
ing letters on the inside of ripped envelopes. 


Trade Conditions and Iron, Steel and Hardware Prices 


NEW YORK 


AGE, 
1918. 


Office of HARDWARE 
New York, June 30, 


ENERAL hardware business is holding up very. 


well among wholesalers in this locality. In some 
instances it is apparent that salesmen have selected 
certain kinds of merchandise, of which they believe 
there is likely to be a scarcity, and have advised cus- 
tomers to take advantage of the opportunity to cover 
their wants for a reasonable period on staple articles. 
This has led to practically cleaning out several classes 
of goods, which may or may not be readily replaced. It 
has also compelled the division of such orders where 
there was not enough to go around to equalize and 
make a fair distribution. Nails are often difficult to get 
at present, but the situation may improve by limiting 
buyers who are sometimes duplicating orders and at- 
tempting to overload. 

Fall orders from retailers are beginning to come in 
quite liberally, and prices have an upward tendency. 
On June 26 Coes wrenches, including knife handle, 
steel handle and key model, were advanced 10 per cent 
to list net east of the Rocky Mountains and to list, plus 
5 per cent, for territory west of Denver and the Rocky 
Mountains. Manufacturers of pruning shears, in ac- 
cordance with suggestions from the National Govern- 
ment (which is also true in other lines) have agreed 
to cut down assortments to the more standard patterns 
and finishes so as to meet the requirements of the trade 
but eliminating unnecessary numbers, sizes and finishes, 
while continuing the principal kinds. This is expected 
to last for the duration of the war at least. Similar 
action has been taken by manufacturers of toilet and 
horse clippers where forty odd numbers were reduced 
to sixteen to conserve labor and material, including 
fuel. Bright wire goods within a few days have been 
advanced 10 per cent. 

Another development growing out of war conditions 
is a considerable increase in the price of wood boxes for 
packing and transporting merchandise. Second-hand 
boxes, for instance, once about 25 cents each, are now 
75 cents for corresponding sizes, while the material in 
new boxes is of thinner material than heretofore, much 
of which cannot be used again. There are indications 
that in the not distant future customers will find these 
items regular charges on the invoice, where not already 
made. These conditions have compelled manufacturers 
to use paper cartons for shipping goods whenever pos- 
sible, much of which cannot again be used. 

Among other complications may be mentioned the 
fact that the express companies won’t take such mer- 
chandise as garden tools, forks, hoes, rakes, etc., unless 
boxed or crated, which is an item of importance, owing 
to size and bulk. Wire cloth, too, must be boxed. 

As typical of general conditions some of the trucking 
and forwarding companies are sending out notices call- 
ing attention to changed conditions, one of which reads 
“Confirming press reports, this company has been noti- 
fied that effective from this date (June 25) all freight 
rates under Federal supervision have been heavily 
raised; this change affecting our daily freight service 
from New York.” 

A substantial rate increase has also been granted to 
express companies effective in the near future. Then 
follows details between New York and specific points in 
the immediate vicinity, all much higher. Also, “Be- 
cause of the extraordinary conditions at all shipping 
centers, there will likewise be a waiting charge in addi- 
tion to the freight rates of $1.50 per hour.” 

Another phase of the present and near future situa- 
tion is the position of draftees between, say, 18 or 20 
to 45 years of age, which, if the law be enacted now, 
or later in the year, will tend further to disrupt busi- 
ness organizations, aside from calling to the colors 
men between the ages of 21 to 31. 


BRACKETS, CHECKS AND LIFTERS.—The Russell & 
Erwin Mfg. Company, New Britain, Conn., quotes as 
follows: R. & E. wrought shelf brackets, 35 and 10 per 
cent; Russwin door checks, 40 per cent, and transom 
lifts, 10 per cent discount. 

Hose ATTACHMENTS.—William Yerdon, Fort Plain, 
N. Y., quotes cast brass garden hose clamps at 33c. to 
36c. per dozen, all other sizes, water, steam, air, etc., ac- 
cording to quantity, 55 to 60 and 10 per cent discount. 

HEATERS AND CLIPPERS.—The Chicago Flexible Shaft 
Company, 126 La Salle Street, Chicago, IIl., quotes 
Clark automobile and carriage heaters, each, as follows: 
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No. 5, $1; No. 5B, $2.25; No. 3, $1.75; No. 7C, $2.50; 
No. 7D, $2.75; Big Hit assortment, per case, $17, sub- 
ject to a discount of 30 per cent. 


CLIPPERS.—No. Chicago, horse, each, $14; Stew- 
art’s, enclosed gear, ball bearing, horse, each, $9.75; 
Stewart’s New Model sheep shearing machine, each, 
$14; Stewart’s enclosed gear shearing machine, No. 8, 
each, $12, and Stewart’s ball bearing enclosed gear 
sheep shearing machine, No. 9, each, $14, subject to a 
discount of 25 per cent. 

LINSEED O1L.—The consumptive demand for linseed 
oil through regular channels, \including building and 
various household uses, is very much below the normal 
or average, but curiously enough oil is being ordered 
from hitherto unlikely sources which overcomes the loss 
in other directions and maintains business on a reason- 
ably fair basis. All some of the crushers know is that 
customers in good standing give orders for its use in 
industries not ordinarily in the market for oil. 
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Linseed oil, raw, city brands, has been advanced to $1.64 
in lots of 5 or more bbl. and $1.65 per gal. in less than 
5 bbl. 

State and western oil is $1.62 to $1.64 per gal., according 
to seller or quantity. 

Calcutta linseed oil is in very meager supply and has been 
advanced from $1.70 to $1.80 per gal. 


NAVAL STORES.—Naval stores are firm, with an up- 
ward tendency. The demand continues active, mer- 
chants reporting that from double to quadruple the 
business could be done if stocks were available. There 
was slight relief recently owing to the arrival from 
Southern markets of about 3500 bbls. of turpentine, 
nearly all of which was soon specified for. 

Spot rosin prices are strongly maintained while a 
steady demand prevails, which keeps available stock 
at relatively low levels. One day there were arrivals 
of nearly 7200 bbls., but there is uncertainty as to 
shipments on anything like regular schedule. 

Turpentine, in yard, has sold at 77'%ec. per gal., 
occasionally 75c. has been done at the yard. 

Rosin, common to good strained, in yard, is $11 to $11.10 
on the basis of 280 lb. per bbl., and D grade is offered at the 
same figure. 

PuMps AND SINKS.—The Barnes Mfg. Company, 
Mansfield, Ohio, quotes as follows: Pitcher spout 
pumps, 50 and 5 per cent; No. 4, Fig. 606, set length 
with iron cylinder, each, net $6.50, and double-acting 
pumps, list plus 10 per cent; cast iron sinks, painted, 
20 x 36 in. and smaller, list net; cast iron, painted, 20 x 
40 in. and larger, list plus 5 per cent. 

TuBS, WRINGERS AND WASHING MACHINES.—The 
Eagle Woodenware Mfg. Company, Hamilton, Ohio, 
quotes cypress washtubs per dozen as follows: No. 1, 
$13.50; No. 2, $12; No. 3, $10.50, plus 5 per cent. 
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Eagle mop wringer and bucket combined, domestic, 10 qt., 
per doz., $16.20; standard, 14 qt., $18, and janitors’, 22 qt., 
per doz., $21. Hydra water power washing machine wring- 
ers, each, $12.50. 


RopeE.—Rope manufacturers generally seem to be as 
busy as possible so far as raw material and labor 
permit, which is universally true of Eastern makers, 
and probably true of producers in the West. The de- 
mand is heavy on all sizes from % in. in diameter to 
10 and 12 in. in circumference. Raw hemp fibre is 
coming along in better volume because of improved 
transit facilities from Pacific Coast ports, none coming 
direct through the Panama Canal to the Atlantic sea- 
board. This is expected to continue so far as railroad- 
ing is concerned until later in the fall and during win- 
ter, when moving the crops may slow up transit, not 
to mention cold weather hindrances. The transport 
of Manila hemp across the Pacific is growing more 
difficult, owing to the scarcity of deep sea vessels. 
Although the situation may change at any time, there 
is but one steamer in sight now for July and August 
loading in the Philippines, east bound. 

The situation is more favorable on sisal production 
because of a lower price for the raw stock, due to 
negotiations by the United States Government. For 
next year’s crop very little, if any, Manila hemp, it is 
anticipated, will go into binder twine; sisal will be used 
almost entirely. 

Manila rope prices are as follows: Manila rope, first grade, 
is 33c.; second grade, 32c., and the third grade, 28c., base, 
per lb. Manila bolt rope is 38c. per Ib 

Sisal rope, first grade, is 23c., and second grade, 20c., base, 
per lb. Hide, bale and hay rope, medium oiled, first grade, 
is 23%4c., and second grade, 20'%c., base, per Ib. 

Tarred lath yarn is, first grade, 23c., and second grade, 
20c., base, per Ib. 
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WINDOW GLAss.—Reports from salesmen calling on 
the trade emphasize the fact that there is next to 
nothing doing and no life to the business. Furthermore 
they find that many men have gone to work for the 
National Government in one way or another, or are 
doing farm work, quitting such occupations as sash 
and blind making, employment in supply house, etc. 
Stocks are comparatively low and poorly assorted, 
yet, with few exceptions merchants are not anxious to 
part with what they have and prices are firmly main- 
tained. There is always a class of dealers who think 
something is radically wrong when trade slackens and 
from whom concessions occasionally are obtainable. A 
merchant, commenting on this tendency, says that 
they can unload what will cost more to replace; that 
he will wait longer and get better prices. In any 
event, there are no present prospects of lower costs. 
The head of an old house with considerable experience 
says that they are not looking for much business until 
the war is over, and do not undertake now to sell 
always as low as prevailing current market prices, be- 
cause frequently to get wanted sizes they must be cut 
from larger panes, which compels more waste. 

Window glass prices are unchanged as follows: First three 
brackets, B single thick, 82 per cent; first three brackets, 
A single thick, 80 per cent; all sizes above the first three 
brackets in A and B quality, single thick, 79 per cent; all 
sizes A quality, double thick, 80 per cent; and all sizes B 
quality, double thick, 82 per cent. Window glass, AA quality, 
single and double thick, ranges from 75 to 78 per cent dis- 
count. 

Wire Naits.—This trade is described as rather 
mixed. Government needs are getting priority, which 
curtails the available supply for regular business. Then 
some merchants are endeavoring to get a larger pro- 
portion of product than some of the makers have 
decided they are entitled to (based on former pur- 
chases), in anticipation of greater scarcity. Some of 
this is also beeause of solicitation of Government busi- 
ness away from and outside of the merchants’ regular 
territory. Officials at the head of industries making 
wire products believe they will be able to supply most 
legitimate demands if a fair distribution is maintained 
and allowances are made for duplication of orders, 
owing to feverish conditions. One representative estab- 
lishment fortunately obtained a fair supply of nails 
ahead of recent Government demands which helped 
out for June, but June fell away very much from May 
figures. Stocks are much broken, with shortages in 
4, 6 and 8d sizes, but a fair stock of 10d and some 
of the larger nails. 

Wire nails, in store, are now held at $4.60 and carted by 
the jobber at $4.65 base per keg. 

Cut Natits.—An experienced nail authority says it 
is almost impossible to make cut nails, because the 
mills are short on fuel to operate the plants, to say 
nothing of other material and labor. The largest 
producer finds it practically impossible to get gas coal 
from which to make gas and the workmen are fre- 
quently indifferent from one cause or another. When 
the Government wants something in this line, however, 
it is easier to get necessary materials and cars for 
transportation. 

Cut nails, in store, are quoted at $5.35 and delivered in 
carting limits $5.40 base per keg. 

SHEET CopPpER.—The manufacturers of sheet copper 
on June 25 advanced sheet copper, mill shipments, to 
33%a34%c. base per lb. Out of stock the price is 
35%a36 4c. base per Ib. 
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sD iad 8 ww still favors higher prices.” 

Business in general has been very active this 
past week and sales show an increase over the corre- 
sponding month of last year; however, there continues 
to be an acute shortage of goods on all standard lines. 
Prices have taken a general advance from 10 to 30 
per cent. This has been brought about by the increased 
freight rates, the shortage of labor and raw material. 
Jobbers are requesting that dealers assist them in fill- 
ing orders by ordering goods in full packages. Several 
manufacturers of builders’ hardware have notified the 
trade of an advance. 

Shortages continue to be the main hindrance to trade 
and never before has the jobber been short on so many 
items. Heavy Government buying and the strong 
domestic demand has held the price on all items firm. 

It is evident that the mills which formerly manufac- 
tured nails are diverting their efforts to other products. 
Jobbers report that nails have not been shipped into 
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UPHOLSTERERS’ NAILS.—The Turner & Stanton Com- 
pany, Norwich, Conn., quotes match leather upholster- 
ers’ nails at 45 per cent discount. 


BRUSHES.—The John L. Whiting-J. J. Adams Com- 
pany, 700 Harrison Avenue, Boston, Mass., quotes 
brushes as follows: Good, round paint, 33 1/3 per cent; 
medium, paint; good, varnish; medium, kalsomine; 
good, dusting; medium, dusting, and medium, floor and 
household, all 40 per cent discount; medium, varnish, 
40 and 5 per cent; good, kalsomine, 33 1/3 and 5 per 
cent, and good, floor and household, 33 1/3 per cent dis- 
count. 


VISES AND WRENCHES.—J. H. Williams & Co., 150 
Hamilton Avenue, Brooklyn, N. Y., quotes Vulcan chain 
type vises at 20 per cent discount. Agrippa chain pipe 
wrenches and fittings are 25 and 10 per cent, and Vul- 
can improved chain pipe wrenches 25 per cent discount. 


Key RINGS AND HOoLpeRS.—The C. T. Williamson 
Wire Novelty Company, Newark, N. J., quotes key rings 
= holders, No. 02, per gro. at $12 iist and 25 per cent 

iscount. 


COFFEE MILLS AND VISES.—The Charles Parker Com- 
pany, Meriden, Conn., quotes box and side coffee mills 
at list plus 10 per cent; Parallel vises, list plus 10 and 
10 per cent; Victor vises, list plus 25 per cent; Eclipse 
vises, list plus 5 per cent, and Parker’s combination 
pipe vises, No. 87 series, 30 per cent discount. 


ANTI-RATTLERS.—The Fernald Mfg. Company, Inc., 
Northeast, Pa., quotes No. 5 Burton anti-rattlers, per 
doz. pairs, $1; Fernald quick-shifter, per doz. pairs, 
$2.50 to $3, and Safety Quick-Shifter, $2.25 to $2.75 
per doz pairs. Auto door anti-rattlers, $1.80 per doz 
pairs, and Fernald Steer-Aid (steering rod anti-rat- 
tler), $3 per doz pairs. 

STOVE PoLisH.—The Black Silk Stove Polish Works, 
Sterling, Ill., quotes 6-o0z. can, liquid, No. 6, stove polish, 
per case of 3 doz. at $3.60. 


HorsE RAsPS AND NAILS.—The Livingston-Cooper 
Corp., 131 East Twenty-third Street, New York, quotes 
W. L. Cooper’s star horse rasps, 18-in. plain, slim, at 
$6 to $6.50 per doz.; 14-in. tanged, slim, per doz., $5.50 
to $6. Anchor brand horse nails, No. 6 and larger, are 
15c. per lb. 

FILES.—The Delta File Works, 3285 Frankford Ave- 
nue, Philadelphia, Pa., quotes files as follows: Delta 
brand, 30 per cent; Delta Utility, list net, and Delta 
Swiss Pattern, list plus 20 per cent. All rasps of every 
description take 2 in. advance on list for being hand 
punched. 

PAINTS AND VARNISHES.—The Moller & Schumann 
Company, Marcy and Flushing Avenues, Brooklyn, 
N. Y., quote Hilo Molmanite white enamel paint, per 
gal., $7.50, subject to 25 and 10 per cent discount. Hilo 
floor finish varnish, per gal., $4.25, at 25 and 10 per cent 
discount. 

SpaRK PiuGs.—A. R. Mosler & Co., P. O. Box M, 
Mount Vernon, N. Y., quotes Vesuvius spark plugs and 
motorcycle, mica or mica stone base, at 60c. each. 

Pumps.—The Goulds Mfg. Company, Seneca Falls, 
N. Y., quotes pumps as follows: spraying, Fig. 1129, 
and whitewashing at $5.75 each. Lift and force pump 
standards, force pump heads, packing box heads, cylin- 
der (iron) and iron rotaries and Goulds combination 
pumping head and jack, all at 20 per cent. discount. 


AGO 


this market for the last three weeks and that promises 
are indefinite as to when deliveries will be made. There 
is no barb wire to be had at any price and jobbers have 
none in stock. 

It is reported that the manufacturers of safety 
razors, who formerly were able to make a razor to 
retail at a dollar, have been forced, by the shortage of 
labor and raw material, to increase their cost of pro- 
duction to such an extent that the retail price will have 
to go to $1.50, and that the dollar safety razor will dis- 
appear from the market. 

Collections are ahead of last year and cash sales are 
reported fair. 

BasBitt METAL.—Prices on babbitt metal took an- 
other jump this last week. Jobbers report they have a 
fair stock and sales are very heavy, especially from the 
manufacturing districts. 


We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
babbitt metal 13%c. per lb.; Cruso brand, 16c. per Ib.; Tony 
brand 19c. per lb.; Revenoc or Magnolia brands, 22c. per Ib. 


BUTCHER KNIvES.—While the present prices on 
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butcher knives will hold good this week, jobbers are 
busy working on a new schedule of prices. This new 
‘schedule will be advanced about 10 per cent. There 
are several numbers which the jobbers report they are 
pretty closely sold up on. 

We quote from jobbers’ sf 
knives with covo-bolo handles, 6-in. blade, $4.50 per doz.; 
7-in. biade, $5.25 per doz.; 8-in. blade, $6 per doz.; with 
ebony handle, 6-in. blade, $5 per doz.; 7-in. blade, $6.50 per 
doz.; S-in. blade, $8 per doz.; 10-in. blade, $11 per doz.; 12-in. 
blade, $14.50 per doz.; 14-in. blade, $18 per doz.; beechwood 
handle, fastened with 3 saw-screw brass rivets, 6-in. blade, 
$3.50 per doz.; 7-in. blade, $4.50 per doz.: 8-in. blade, $5.40 
per dozen,; 9-in. blade, $7.15 per doz.: 10-in. blade, $8.65 per 
doz.; 12-in. blade, $11.65 per doz.; 14-in. blade, $14.75 per 
doz 

BUILDING PAPER.—Sale. on tuilding paper are below 
normal, but a fair volume of business is reported. 
Prices are very firm, but an advence is expected in tae 
near future. 

We quote from jobbers’ stocks, f.o.b 
sheathing paper, 20-lb. rolls, 60c. per roll; 
per roll; 30-lb. rolls, 90¢c. per roll. 

ALARM CLocKs.—Sales on alarm clocks are very satis- 
isfactory, the heavy demand coming from the farm dis- 
tricts. Manufacturers are away behind with orders. 
While there has been no change in price, it is expected 
that a 10 per cent advance will be put into effect this 
coming week. 

We quote from jobbers’ stocks, f.o.b. Chicago: The Ameri- 
can alarm clock, in less than dozen lots $11.04 per doz.; in 
doz. lots, $9.67 per doz.; in case lots of 4 dozen, $9.43 per 
doz.; Lookout alarm clocks, less than dozen lots, $12.61 per 
doz.; dozen lots, $12.24 per doz.: case lots of 2 dozen, $11.88 
per doz.; Tattoo alarm clocks, dozen lots, $18.79 per doz.: 
case lots of 50, $18.18 per doz.: the Slumber Stopper, radium 
dial, dozen lots, $23.64 per doz.; Big Ben and Baby Ben 
alarm clocks, $2 each. 

HaNpD TOILET CLIPPERS.—The demand for clippers 
continues heavy. Local iobbers have revised their 
prices. Stocks are low and manufacturers are making 
very slow deliveries. 

We quote from jobbers’ 
Clippers, $1.20 eacn: $1.65 each: 
Clippers, $2.00 each; $1.20 each. 

EAVES TROUGH AND GUTTER PIPE.—Owing to the 
heavy demand for eavestrough and gutter pipe, jobbers 
report that their stocks are sold out on some sizes and 
that owing to the scarcity of sheets the chances are 
very slight of their being able to fill their stocks. An 
advance in price will probably be put into effect very 
shortly. 

We quote from jobbers’ stecks, f.o.b. Chicago: 29-gage, 
lap joint eaves trough, 5-in., $6 per 100 ft.; 29-gage conductor 
pipe, 3-in., $6.30 per 100 ft. 

FILes.—Jobbers are scrutinizing very closely all or- 
ders for files and wherever there is a tendency on the 
p rt of the dealer to speculate orders are reduced. 
Prices are very firm. 

We quote from jobbers’ stocks, f.o.b. Chicago, the follow- 
ing discounts from standard lists: Nicholson files, 50-21% ; 
New American, 60; Disston, 50-5; Black Diamond, 50. 

GARDEN TooLs.—Now that the haying season is on 
there is an unusually heavy demand for pitchforks, 
rakes, etc. Jobbers’ stocks are verv low and, while there 
is no advance in price this week, higher prices are ex- 
pected before the season is over. 

We quote from jobbers’ stocks, f.o.b. Chicago: 

Spades.—IJn half doz. lots, D handle, No. 2 size of blade 
7% x 12, $12.25 per doz.: long handle, $10.75 per doz.: Green- 
leaf’s D handle No 2, $13.75 per doz.; Greenleaf’s long spade, 
No. 2, $13.75 per doz.; spading forks, D handle, 4-tine, No. 
043, $10.25 per doz. 

Surface Edge Cutters.—* x 5, 
$8.40 pes doz 

Garden Trowels.—One piece steel, 90c. per doz.; polished 
steel with riveted shank, 6-in., 95c. per doz.; T-in., $1.05 per 
doz.; 8-in.. $1.15 per doz.; solid socket tempered steel, 6-in., 
$6.20 per doz. 

Rakes.—Solid steel rakes with polished edges and gray 
teeth, 12-in., $8 per doz.; 14-in., $8.60 per doz.; 16-in., $9.25 
per doz. Malleable iron rake with curved teeth, 10-in., $2.85 
per doz.; 12-in., $3.10 per doz.; 14-in., $3.40 per doz.: 16-in., 


stocks, f.o.b. Chicago: Butcher 






Red rosin 
rolls, 75e 


Chicago: 
25-Ib. 





Yankee 
Triumph 


stocks, f.o.b. Chicago: 
Suecess Clippers, 


Khedive Clippers, 


$7.75 per doz.; edge trimmers’ 


$3.60 per doz. Malleable wrench with straight steel teeth, 
12%-in., $4.75 per doz.: 14%-in., $5.15 per doz.: 1614-in., 


$5.50 per doz. Wire tooth long rakes, 24-tooth, $5.25 per doz.: 
28-tooth, $7 per doz. Ole Olson lawn rakes. bent head or 
straight head, 26-tooth, $5.60 per doz.; wooden hay rakes. 
20-tooth, $4 per doz.: 10-tooth, $3 per doz. Gem Dandelion 


rake for everything but leaves, 16-in., $17.50 per doz.: 24- 
in., $22 per doz. 
Garden Hoes.—High grade razor steel welded to a soft 


steel back, all sizes, $8.75 per doz.: solid socket, cast steel 
with polished blades, 6 to 8 in., No. 12, $7 per doz.: No. 13. 
$6.25 per doz.; blued finish hoes. 71%4-in. blade, 414-ft. handle, 
riveted shank. $3 per doz.: blade, handle, 
socket shank, $3.80 per doz. 
_ GLAss, Putty AND GLAZIERS’ PoINTs.—There is very 
little glass being manufactured for commercial pur- 
poses, but the demand is very light. Sales are confined 
chiefly to repair work. 
We quote from jobbers’ stocks. f.o.b Chicago: Sin 

: ee s. f.o. é : Single 
strength A, first three brackets up to 50-in., 80 per cent oft: 
above the third bracket, 79 per cent off: Single strength B, 


41 -ft. 


7%-in. 
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first three brackets, 82 per cent off; all sizes of double 
strength A, 80 per cent off. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Putty, in 100-lb. kits, $3.35; glaziers’ points, No. 1, large 
No. 2, medium and No. 3 small, 1 doz. in a package,, 60c. 
per doz. packages. 

GUNS AND AMMUNITION.—There is a scarcity of guns 
and ammunition, as gun manufacturers are heavily 
engaged in Government work. While the prices remain 
unchanged, they are in line for an advance. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single bar- 
rel shotguns, 12-gage, 30 or 32-in. barrel, with plain ex- 
tractor, $7 each; with automatic ejector, $7.35 each; 12-gage 
double barrel guns, with hammer, $14.50 each; hammerless, 
$17.50 each. 


No. 22 short semi-smokeless, $5 per thousand; No. 32 short 
rim fire, semi-smokeless, $11.75 per thousand; No. 22 long. 
semi-smokeless, $6 per thousand; No. 32 long, semi-smoke- 


$13.50 per thousand; 20-6 per cent discount 
Prices on shells are as follows: Peters’ Target, smokeless, 
3 drams powder, 1% oz. shot, 1 to 10, $48 per thousand: 
Peters’ Referee, semi-smokeless, 3 drams powder, 7-oz. shot, 
1 to 10, $37 per thousand. Discount 20-5 per cent. 

GALVANIZED WARE.—AIl items on galvanized ware 
took an advance in price. The demand for galvanized 
pails and tubs continues very heavy and jobbers are un- 
able to fill orders on some sizes. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
galvanized tubs, No. 0, $9.80 per doz.; No. 1, $12.10 per doz.; 
No. 2, $13.60 per doz.; No. 3, $15.90 per doz.; medium grade, 
heavy galvanized tubs, No. 100s, $17.95 per doz.; No. 200s, 
$20.15 per doz.; No. 300s, $22.50 per doz.: common galvanized 
nails, 8-qt., $3.80 per doz.; 10-qt., $4.25 per doz.; 12-qt., $4.65 


less, rim fire, 


per doz.; 14-qt., $5.20 per doz.: common galvanized stock 
nails, 14-qt., $7.25 per doz.; 16-qt., $7.95 per doz.; 18-qt., 
$9.25 per doz.; 20-qt., $10.50 per doz. 

LAcE LEATHER.—Larger sales than usual are re- 


ported by the retail stores. The supply is limited, with 
shipments slow. 

We quote from jobbers’ stocks, 
lace leather, %-in., $1.65 per 100 ft. 

Nuts, BoLts AND LAG ScrEws.—Another advance 
was put into effect this week. The demand continues 
very heavy, both from a commercial standpoint and from 
Government orders. Manufacturers are short of raw 
material and jobbers have to wait from two to three 
months for deliveries. 

We quote from jobbers’ stocks, f.o.b. Chicago: Machine 
bolts up to *, x 4 in., 40 per cent discount; larger sizes 30 
per cent discount; carriage bolts up to % x 6 in., 30-5 per 


f.o.b. Chicago: Rawhide 





cent discount; larger sizes, 20-2% per cent discount; hot 
pressed nuts, square, $1.05 off, and hexagon, 85c. off per 
100 Ib. Lag serews 409-10-2% per cent discount. 


NaILs.—The stocks of nails are declining rapidly 
and unless jobbers receive deliveries from the mills in 
the near future there will be no nails on the market. 
All orders for nails are accepted subject to stock on 
hand and the quantity is subject to the approval of the 
jobber. 

We quote from jobbers’ 
wire nails, $4.50 per keg base: cement coated nails, 
per keg base; steel cut nails, $4.75 per keg base. 
have no iron cut nails. All nail shipments limited. 

PAINTS, OILS AND CoLors.—There continues to be a 
steady demand for paints, oils and colors, although the 
sales have not been up to normal, owing to the lack of 
new building. Turpentine took another advance of 10c. 
per gallon. 

We quote on the leading staples, f.o.b 

Paints.—No. 1 house paint, $3 per gal.; 
gal.; No. 3, $1.80 per gal. 

Linseed Oil.—Strictly pure, 
boiled, $1.71 per gal. 

Turpentine.—Strictly pure, in barrels, 82c. per 

Denatured Alcohol.—In barrels, Tic. per gal.; 
SOc. per gal.: 5 and 10-gal. cans, 95c. per gal. 
clude container. 

White Lead.—Strictly pure, 
and 50-lb. kegs, 13c. per Ib.; 
500-lb. lots, %e. per Ib. less 

New York Plaster of Paris.—In barrels, $3.50 to $4 per bbl. 

Gilders’ Whiting.—In barrels (barrels 50c. each), $2 to $3 
per cwt. 

Pure White Shellac.—(4-lb. goods) in gallon cans $3.75 per 
gal. Orange, $3.50 per gal. 

English Venetian Red.—In barrels, $2.50 to $4 per ewt. 

Paste Wall Paper Cleaners—Leading brands, $14.50 to $15.50 
per gro. 

RAZORS AND BLADES.—The demand for all kinds of 
razors, including open-blade types and safety razors, 
continues very heavy. Not only is the Government tak- 
ing over a large per cent of the output, but there is a 
heavy demand from domestic sources. There is a short- 
age of razor blades of all descriptions and deliveries 
from factories are very slow. 

We quote from jobbers’ stocks, f.o.b. Chicago: Full hollow 
ground, open blade razors, square point. flat rubber handles, 
$17.25 per doz.; three-quarters hollow ground, square point, 
oval rubber handles, $14.75 per doz 

Safety Razors.—We quote from jobbers’ stocks, f.o.b. 
Chicago, as follows: Gillette, $45 per doz.: Auto-Strop, $45 
per doz.; Gem in one dozen lots, $8.40 per doz.: 3 dozen lots, 
$8 per doz.; 12 dozen lots, $7.50 per doz.; Ever-Ready, in one 


Common 
$4.15 
Jobbers 


stocks, f.o.b. Chicago: 


Chicago, as follows: 
No. 2, $2.50 per 


in barrels, raw, $1.70 per gal.: 


gal. 

half barrels 
Prices in- 

2%c. per Ib.; 25 

3 in 


100 Ib. keg, 
B we. per Ib. ; 


1 
1214-lb. kegs, 1 
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dozen lots, $8.40 per doz.; 3 dozen lots, $8 per doz.; 12 dozen 


lots, $7.50 per doz. 
Blades.—We quote from jobbers’ stocks, f.o.b. Chicago: 
Gem in 1 dozen sets, 7 blades to a set, $3 per doz. sets; 


card containing 1 gross blades, % doz. toa 
package, 24 packages to the card, for $5.28; Gillette Auto- 
Strop, 75c. per package of 12; 28c. per package of 6. 

SAND PAPER.—Retail sales of sand paper are only 
fair, as there is very little building going on. However, 
there is quite a volume of business from the manufac- 
turing trade. 

We quote from jobbers’ 
No. 1 sand paper, best grade, 
$5.40 per ream. 

SCREWS rice on screws remains the 
same as last reported, an advance is expected to be put 
into effect very shortly. Jobbers’ stocks are fair and 
sales from the manufacturing and shipbuilding districts 
are very heavy. 

We quote 


Ever-Ready, one 


as follows: 
grade, 


stocks, f.o.b. 
$6 per 


Chicago, 
ream; cheaper 





Chicago: Flat head 
bright screws, 70-10-10; round head blued, 65-10-10; flat 
head brass, 4214-10-5; round head brass, 40-10-5. 

SoLpER.—AI] solder is sold subject to stock on hand 
and market quotations the date the order is placed. 
Quotations at this time are as follows: 

From jobbers’ stocks, f.o.b. Chicago: Warranted half 
half solder, 65c. per Ib.: No. 1 plumbers’, 63%c. per Ib. 

STEEL SHEETS.—Jobbers report that they are entirely 
out of No. 28 black steel sheets, but have a few of the 
galvanized on hand. There has been no change in price, 
but all orders are accepted subject to stock on hand. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 28 
black sheets, $6.45 per 100 1b.; galvanized sheets, $7.70 per 
100 Ib. 

Saws (CROSS-CUT AND Woop).—A: good volume of 
business is reported by retailers on cross-cut and wood 
saws. Local jobbers have booked a fair volume of 
orders for fall delivery at current prices. 

We quote from jobbers’ stocks, f.o.b. Chicago: Cross-cut, 
2-man, hollow back, with champion tooth, E-& Disston, No. 5, 
$1.40 each; No. 5%, $1.55; No. 6, $1.68; No. 6%, $1.82 
2-man crown pattern, common tooth, Disston. No. 4, go%10 
each; No. 44, $2.55; No. 5%, $2. 80; No. 6, $3; 


$2.35; No. 
Disston’s one-man No. 23 pattern, No. 2%4 , $1.5 57 eath; No. 3, 


from jobbers’ stocks, f.o.b. 


and 


$1.90; No. 314, $2.20; No. 4, $2.50; No. "4h, $2.80; No. 5, 
$3.15. 

Buck Saws.—Best grade, $13.20 per doz.; medium, $10.20 
per doz.; cheap, $7.90 per doz. 


SASH CoRD AND SASH WEIG 
sash weights being manufactured and, even while the 
demand is away below normal, dealers are unable to 
secure enough of Lhem to meet their requirements. 
Prices on better grade sash cord advanced slightly this 
last week. 

We quote from jobbers’ stocks, f.o.b. Chicago: Best grade 
Silver Lake sash cord, No. 7, $19.50 per doz.:; best grade 
Samson sash cord, No. 7, $19.60 per doz.; Revenoc, No. 7, 
$12.45 per doz. 

Sash Weights.—From jobbers’ stocks, f.0.b. Chicago: In 
ton lots, $44 per ton; in smaller lots. $45 per ton. 

STOVE PIPE AND STOVE Boarps.—Unless something 
unforeseen happens that will enable the manufacturers 
to procure sheets there will be a shortage of stove pipe 
and stove boards for fall delivery. Manufacturers are 
reducing their lines and cutting out several sizes. ' 

We quote from jobbers’ stocks, f.o.b. Chicago: Common 
stove pipe, 6-in., $15 per hundred: 6-in. common elbows, $1.25 
per doz.; corrugated elbows, $1.55 per doz. 
We quote from jobbers’ stocks, f.o.b. Chicago: Square 
erystal stove boards, wood lined. 24 x 24, $10.10 per doz.; 
26 x 26, $11. 90 per doz.: 28 x 28, $13.95 per doz.: 30 x 30. 
$16. 40 per doz.: 33 x 33, $19.75 per doz.: 36 x 36, $23.60 per 
doz. ; square, corpanl stove boards, paper ‘lined, 18 x 18, $5.65 
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per doz.: 24 x 24, $6.85 per doz.: 26 x 26, $7.50 per doz. ; 
28 x 28, $8. 35 per doz. ; 30 x 30, $9. 95 per doz. ; 32 x 32, $11.75 
per doz.; 35 x 3 35, $14. 65 per doz. Prices subject to 10 per 


cent discount in case lots. 


STEEL TRAPS.—A nice volume of orders for fall deliv- 
ery is reported by the jobber on steel traps. While the 
price at this writing remains the same as last reported, 
an advance no doubt will be put into effect in the near 
future. Jobbers’ stocks are badly broken. 

We quote from jobbers’ stocks, f.o.b. Chicago : Victor traps, 
No, 0, $1. 40 per doz.; No. 1, $1.65 ~ doz.; No. 1! > ’ 


per doz.: No. 2, $3. 46° per doz.; No. $4.61 per doz. 
$5.44 per doz. ; No. 91, $2.32 per doz. ; "wa 9114, $3.29 per doz. 


Oneida Jump Traps.—No. 0, $1.91 P% on No. 1 $2.25 per 
doz.; No. 1%, $3.36 per doz.; No, 2, $4.94 per doz.; No. 3, 
$6.58 per doz.; No. 4, $7.75 per doz. : No. ia! rie per doz. 
No. 13, $7.04 per doz.; No. 14, $8. 21 per doz.: No. 91, $2.81 
per doz.; No. 91%, $3. 99 per doz. 

Newhouse Traps.—No. 0, $3.09 per doz.; No. 1, $3.63 per 
doz.; No. 1%, $5.44 per doz.; No. 2, $8.04 per doz.; No. 3, 
$10.78 per doz.; No. 4, $12.65 per doz. All prices include 
chains. 

Tacks.—Jobbers report that their stocks are fair and 
that retail sales are rather light; however, there is a 
good volume of business to be had from the manufac- 
turing districts. There is no change in price. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
ers’ stocks, 6 0z., 25-lb, boxes, 20c. per Ib.; bill posters’ 
6 oz., 25-lb. boxes, 19c. per lb. 

TENTS AND WAGON CovEeRS.—AlIl prices on tents and 
wagon covers were withdrawn this week, and all orders 
are accepted subject to prices ruling on date of ship- 
ment and to stock on hand 


WRAPPING PAPER.—Sales on wrapping paper are re- 
ported very fair. Jobbers’ stocks are comparatively 
low. There has been a slight advance in price since last 
reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: Krafts’ No. 
30 wrapping paper, 12c. per lb.; Express, $6.90 per 100 Ib. 

Wire STRETCHERS.—The demand for wire stretchers 
is falling off considerably since there is no more barb 
wire to be had. Jobbers have fair stocks and are flling 
all orders promptly. 

We quote from jobbers’ stocks, f.o.b. Chicago: ©. 8. El- 
woods, No. 1 Stretcher, $11.05 per doz.; No. 2, $10.20 per 
doz. ; combination hoist and stretcher, No, 80, $20.50 per doz. ; 
tackle block stretchers. roller bearing, %-in. rope. $15.30 per 
doz.; %-in. rope, $28.90 per doz.; plain bearing, *,-in. rope, 
$14.50 per doz. 

WIRE Propucts.—There is no change in the situation, 
except that wire nails are becoming more scarce and 
local jobbers are distributing the few that they have on 
hand to their various customers with a great deal of 
caution. Manufacturers of wire cloth have very little 
stock to sell and jobbers’ stocks are in about the same 
condition. 

Poultry netting has been selling in a good volume. 
The demand for bale ties has been unusually heavy, now 
that the haying season has started, and prices have 
advanced since last reported. 

We quote from jobbers’ stocks, f.o.b. Chicago, poultry 
netting as follows: Galvanized before weaving. 5 per cent 
discount; galvanized after weaving, 45 per cent discount from 
list. 

We quote from jobbers’ stocks, f.o.b. 
Bale ties, No. 14, 8% ft., $2.15 per bundle of 250 ties in a 
bundle; No, 14, 9 ft.. $2.25 per bundle of 250 ties in a bundle; 
No. 15. 8% ft., St: 93 per bundle of 250 ties in a bundle: No. 
15, 9 ft., $2 per bundle of 250 ties in a bundle: No. 16, 8 ft., 
$1.59 per bundle of 250 ties in a bundle. 

We quote from jobbers’ stocks, f.0.b, Chicago: 12-mesh 
black wire cloth, $2.10 to $2.25 per 100 sq. ft.: 12-mesh gal- 
vanized wire cloth, $2.25 to $2.75 per 100 sq. ft 


Upholster- 
tacks, 


Chicago, as follows: 


BOSTON 


OFFICE OF HARDWARE AGE, 
Boston, June 29, 1918. 


HILE the heavy hardware trade is willingly con- 

forming to the Government order for reports 
on transactions involving iron and steel, there is no dis- 
counting the fact that it places upon it a heavy burden. 
The order will necessitate the hiring of a considerable 
amount of extra help. In many cases new desks, filing 
cabinets and similar equipment will have to be pur- 
chased at great expense. Then too the office system of 
each house must be reorganized, which means no small 
financial loss in efficiency for a time at least. And in 
connection with fulfilling the Government’s desire post- 
age expenses are bound to leap upward. Then there is 
the expense attached to securing affidavits, which in 
itself will be a heavy burden. 

Some authoritative scientific paper has figured that 
it costs the average American business firm at least 
30 cents for each letter it sends out. If that is true, it 
is easy to figure where the heavy hardware house 
stands as regards postage expenses when one stops to 


consider that in a majority of cases it necessitates 
two, three or four letters before an order is satisfac- 
torily determined as a Government one or intended for 
Government work. Taking into consideration all angles 
of the new Government order, it means an additional 
expense of $1 per ton easily for all business handled 
by local firms. 

We are informed that the Fore River Shipbuilding 
Co. has been instructed to report each purchase where 
the price on the invoice is above the Government fig- 
ures. That will be practically meaningless until the 
old stocks in Boston have been sold out. There has been 
mighty little stock delivered to Boston jobbers at Gov- 
ernment prices. 

Since last reports many sections of New England 
have suffered from exceptionally cold weather and 
frosts, both of which have ruined a material percentage 
of garden and truck farm products. This misfortune, 
however, has increased rather than decreased the de- 
mand for most shelf hardware things, for practically 
everybody is replanting and putting on all the extra 
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help possible, and that means more of everything to 
. work with. 

ANVILS.—The market for anvils continues very 
strong. The supply is smaller than the trade realized. 
Previous to the inauguration of our shipbuilding plan, 
jobbers’ stocks were quite small. Since then the supply 

as diminished noticeably, and the prospects of replen- 
ishing within the near future are not bright. 

We quote from jobbers’ stocks: Standard makes, 22c,. per Ib. 

AXxEs.—Local jobbers’ stocks of all kinds and makes 
of axes are badly broken, a continuation of a good 
steady demand during the past week having made fur- 
ther inroads on them. It is unfortunate from every- 
body’s standpoint that the supply situation is as it is, 
for the demand for axes never before has been as good 
as it is to-day. 

We quote from jobbers’ stocks: Single bit axes, $15 to $17 
a doz.; double bit axes, $19 to $21 a doz, 

BoLts AND Nuts.—Nuts are “scarcer than hen’s 
teeth,” according to the local jobbers. The situation as 
regards them is really getting quite serious, and there 
is nothing in view that indicates a betterment. The 
bolt situation is not as bad as the nut, but it is bad 
enough. All signs point to a great scarcity of stock 
before many weeks pass. 

We quote from jobbers’ stocks: Machine bolts with S. F. 
nuts, same as with H. P. nuts, less 10 per cent, plus semi- 
finished nuts, at 50 and 10 per cent; machine bolts with C.T. 
and D. nuts, 4 x % in. and smaller, 25 per cent discount ; 
4% x % in. and larger, 20 per cent discount; with H. P. 
nuts, 4 x % in. and smaller, 30 per cent discount; 44 x % 
in. and larger, 25 per cent discount; common carriage bolts, 
6 x % in. and smaller, 30 per cent discount; 6% x % in. and 
larger, 20 per cent discount; stove bolts, 1000 lots, 60 per 
cent discount; bolt ends, 25 per cent discount. Semi-finished 
nuts, 9/16 in. and smaller, 60 per cent discount; % in. and 
larger, 50 and 10 per cent discount; finished case and hard- 
ened nuts, 50 per cent discount; C. T. and D. or H. P. nuts, 
blank or tapped, 200-lb. kegs, list plus le. 

BUILDING PAPER.—The market for building paper is 
virtually unchanged. The demand is light owing to the 
lack of house construction, but local stocks are small, 
and prices for material rule very firm on all makes. 

We quote from jobbers’ stocks: No. 1, $69 a ton; No. 2, 
$1.50 a roll; No. 3, $1.45 a roll. 

CHAIN.—In view of the fact that it is practically im- 
possible to replenish stocks, that there is no let-up in 
the demand, and that jobbers’ supplies are exception- 
ally light, it is difficult to figure how prices for chain 
can be cheaper for a long time. The efforts of the 
New England shipbuilders to put into the water on 
July 4 a large vessel tonnage has had its influence on 
the local chain market. 

We quote proof coil, self colored chain from jobbers’ stocks: 
3/16 in., $16.10; % in., $14.55; 5/16 in., $13.55; % in. $13: 
7/16 in., $13; % in., $13; 5 in., $13 per 100 Ib. B. B. chain, 
add 2c. per lb. Twist link chain, add le. a Ib. Long link 
chain, 1c. extra. 

CUTLERY.—It is much the same old story in cutlery. 
The Government has taken even a larger proportion of 
the output of the scissors manufacturers, presumably 
because of the urgent need of things surgical. This 
action practically eliminates local jobbers so far as sup- 
plies go. The shears situation is not so unfavorable. 
Practically no first class shears have been received here 
for many weeks. Second class stock is being received, 
but makers are one to two months behind in deliveries, 
consequently the local market is by no means over-sup- 
plied. As regards knives, local supplies are small, and 
indications are they will continue to diminish, as it is 
difficult for jobbers to get goods. The Hub makes of 
shoe knives, kitchen knives, etc., are practically cleaned 
up and their manufacture stopped. Other makes are 
constantly advancing prices because of their not being 
able to get material to work with, one make this week 
announcing an advance of 10 per cent in prices. 

We quote from jobbers’ stocks: Shears, high grade jap- 
anned, 6-in., $7.80 a doz.; 64%4-in., $8.35; 7-in., $8.80; 7%4-in., 
$9.30; 8-in., $9.80; 9 in., $12.25; 10-in., $15.20; 11-in., $17.15: 
12-in., $18.60. _ Nickel plated goods are higher. Second qual- 
ity shears, 8-in., $7.50 per doz. Left-handed 8-in. nickeled 
shears, $4 a doz. 

Pocket knives, ordinary kinds, most makes, $7.50 per doz. 


FILES.—“More files” is the constant cry of local job- 
bers. They report a continuation of an excellent de- 
mand, and exceptionally small stocks from which to 
make deliveries. Manufacturers appear powerless to 
supply Government and jobbers’ demands, and nat- 
urally are giving the bulk of their attention to Govern- 
ment orders. 

We quote from jobbers’ stocks: Nicholson and Black Die- 
mond files, 50 per cent discount ; Arcade, Great Western and 
similar brands, 50, 10 and 714 per cent discount: Chelsea 
hand files, 20 per cent discount. Extra thin taper files, sizes 
8 x 3/16 in, 8 x % in, and 8 x 5/16 in., take an advance of 
two inches over the slim list; 8 x % in., take an advance of 
one inch over the slim list. 

GALVANIZED Bars.—A further reduction in local 
stocks of galvanized bars since last reports is noted. 
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The demand from the shipyards is much larger than 
distributors care to see, for it is constantly growing 
harder to supply desired goods. 

We quote from jobbers’ stocks: Flat galvanized bars in 
stock, 1 x \% in., 12 ft. long, $9.50 per 100 lb.: 1 x 3/16 in., 
12 ft. long, $9; 1 x % in., 16 ft. long, $8.80; 144 x % in., 16 
ft. long, $8.80. 

Round, 1% in., 18 ft. long, $8.80 per 
long, $8.70; % in., 8 ft. long, $8.60. 

GALVANIZED PaILs.—Some local jobbers have been 
fortunate in getting fresh supplies of galvanized pails 
during the past week, on orders that have been in 
manufacturers’ hands for many weeks. Receipts, how- 
ever, are far below requirements, so the market in 
reality is nd better off than it was a week ago. 

We quote from jobbers’ stocks: Common galvanized pails, 
light finished, 8-quart, $3.96 per doz.; 10-quart, $4.48; 12- 
quart, $4.98; common stock pails, light finished, 14-quart, 
$5.52 per doz. Common pails, heavy finished, 14-quart, 50-Ib. 
to the dozen, $9.28 per doz.; lighter weight, 14-quart, $7.20 

GLass.—No improvement in the call for glass is noted 
by the trade in general. A few houses say they have 
been selling a little more than usual, but not enough 
to be a market factor. Prices continue very strnog, 
however. 

We quote from jobbers’ stocks: Glass, single B, first three 
brackets, 80 and 10 per cent discount; about first three 
brackets, 79 per cent discount; double B, 80 and 10 per cent 
discount. 

GRINDSTONES.—An advance amounting to 10 to 15 per 
cent in prices for framed grindstones is announced. In 
fact, grindstones of all kinds are very strong, because 
the file makers are using an unusually large amount of 
them. 

Horse SHOES.—The fact that auto trucks are being 
used more and more every day by the business world 
makes very little impression on the horse shoe market. 
There is a good steady call all the time, which in normal 
times keeps stocks well trimmed down, while to-day, 
when it is difficult for makers to get raw material, the 
supply of shoes is exceptionally light. There is nothing, 
therefore, that suggests lower prices for some time. 

We quote from jobbers’ stocks: Standard makes, in 100-Ib. 
kegs, to dealers at Maine, New Hampshire, Vermont. Mas- 
sachusetts and Rhode Island points, $7.50 per keg; to Con- 
necticut trade, $7.25 per 100-lb. keg. 

IRoN.—The market for iron is stronger than ever. 
Substitution of iron for steel is becoming more general 
from necessity. Under such conditions it is only a ques- 
tion of time, unless the Government allows the jobber 
to stock up, when the market will be in the same posi- 
tion as the steel. 

We quote from jobbers’ stocks: Refined iron, $4.765 to $5 
base, per 100 1lb.; hoop iron, $8.25; Norway iron, $12; H & P 
best iron, flats, round and square, $5.75; ovals, half ovals, 
half rounds and bevels, $7 

LEAD PipE.—Prices for lead pipe have been marked 
up le. a pound, presumably as a result of the recent 
advance in the price of the metal. 


NaILs.—The nail situation is no better. Announce- 
ment has just been made that the Government has 
placed an additional order for 300,000 kegs of wire 
nails for the use of the Alliés, and that orders for for- 
eign and domestic use now in the hands of the manu- 
facturers should carry the Government through to 
March 1 next. It would appear, then, that local jobbers 
have little hope of getting much of anything during the 
next three or four months. The retail trade should 
urge their customers to go as light as possible on nails 
of all kinds until further orders, and in reconstruction 
and repair work to use old nails whenever possible. 
For present indications are that nails of all kinds will 
be very short before the summer is over. The cut nail 
situation is just as serious as the wire. 

We quote from jobbers’ stocks: Cut nails 
and 60 pennyweight, inclusive, $6.25 per keg base. 

Sheathing Nails—2% and 3%-in., $6.25 per keg base. 

Spikes—7 and 8-in. spikes, $6.25 per keg base 

Wire Nails—Wire $4.75 to $5 per keg base 
nails, count keg, $4.80 base. Coated wire nails 
$5.80 base. 

PaDLOCKS.—Yale padlocks recently were advanced 
about 5 per cent in price. 


PAINT.—The feature of the paint market is the 
strength of linseed oil and turpentine. Linseed oil has 
been marked up 4c. a gallon both by manufacturers and 
jobbers because of the growing scarcity. The advance 
in turpentine is even larger, Government demands hav- 
ing reduced reserve stocks all over the country. The 
demand for paints is by no means active, but prices hold 
very strong. 

We quote from jobbers’ stocks: Boston grade, best quality 
house paint, bright red, $3.10 a gal.: outside white, $3.25; 
inside white, $3.25 and $3.60: gray, blue, yellow and brown, 


100 Ib.: * in., 18 ft 





12, 20, 30, 40, 50 


wire 
kegs, 


Coated 


100-lb 


$3.10; window blind green, $3.60; dark red $3.10. Medium 
grade house paint, outside common colors. $2.80 a gal out- 
side white, $2.95; inside white, $2.95. Screen paint, black, 


30c. a quart. 
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Shellac—Pure white in gallon cans, $4.08 per gal.; pure 
orange in gallon cans, $3.90 per gal. 

Linseed Oil—In one-barrel lots, $1.72 per gal. 

Turpentine—In small quantities, 77c. per gal. 


PAINT BRUSHES.—Practically all makes of paint 
brushes have been marked up slightly of late. The call 
for brushes from shipyards is unusually heavy. 


PouLtTRY NETTING.—With hennery eggs selling at bet- 
ter than 50c. a dozen in the Boston markets, many 
householders are starting to raise hens and chickens, 
which naturally has been reflected in the market for 
netting. The demand, however, is below the normal of 
former years, but it is, in a way, fortunate that it is, 
for the local jobbers simply could not supply a much 
larger demand than exists to-day. 

We quote from jobbers’ stocks: Poultry netting, galvanized 
after weaving, 40 per cent discount; from the factory, 45 
per cent discount. 

Razors.—No change is noted in the market for ra- 
zors. The Government continues to absorb the output 
of safety razor factories, so it is impossible to get sup- 
plies. Stocks are so small the market here really can 
be termed nominal. There is, however, some business 
doing in blades, but stocks are exceptionally small. Old 
fashioned razors are almost impossible to get, and nat- 
urally prices for same are very strong. 

We quote from jobbers’ stocks: Best grades of full hollow 
ground open blade razors, square or round point, flat rubber 
handles, $21 per doz. 

RIVETS.—Jobbers report an ability to secure small 
rivets during the past week, which has, in a measure, 
relieved the supply situation somewhat. They say, 
however, that it looks as though an acute shortage 
would exist before many weeks, so constant and urgent 
is the demand. 

We quote from jobbers’ stocks: Norway iron rivets, 40 per 
cent discount; structural rivets, 7.25c. base. 

ROOFING PAPER.—The call for roofing paper continues 
light. The slight improvement noted a week ago did 
not hold, and the market has fallen back into a coma- 
tose condition. Prices hold firm, nevertheless, as stocks 
are not abundant. 

We quote from jobbers’ stocks: First quality roofing, one- 
ply, $1.30 a sq.; two-ply, $1.75; three-ply, $2.12. Second qual- 
ity, one-ply, $1.23; two-ply, $1.60; three-ply, $1.97. Third 
quality, one-ply, 98c.; two-ply, $1.30; three-ply, $1.62. Fourth 
quality, one-ply, 83c.; two-ply, $1.10; three-ply, $1.37. 

RuBBER Hose.—The Boston Woven Hose Co. has ad- 
vanced its prices on rubber and cotton hose 20 to 25 
per cent. Other makers have not changed their lists 
up to date. 

We quote from jobbers’ stocks: Leader, %-in., 1034¢.; 
5-in., 11%c.; %-in., 12%c.; Olympia, %-in., 12%c.; %-in.. 
13%c.; Milo, %-in., 14%c.; Bull Dog, %-in., 18%c. per foot. 

RUBBER TIRE CHANNEL.—There is just enough rubber 
tire channel selling from day to day to keep the market 
on a firm basis. Stocks are small, and any flurry in the 
demand would be difficult to satisfy. 

We quote from jobbers’ stocks: Rubber tire channels, $7 
per 100 lb. 

SasH Corp.—The sash cord market is very strong, 
especially so since the market for raw cotton has been 
tending upward once more. Local stocks are meagre, 
for cord is very hard to get, and there is no slackening 
in the demand from firms engaged on Government work. 





We quote from jobbers’ stocks: Best grades of Sampson, 
Office of HARDWARE AGE, 
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HE increase in freight rates will have little or no 

effect on prices of staple hardware articles, as far 
as the immediate future is concerned. However, ad- 
vances may be expected from the manufacturers later 
on, if reports from both jobbers and dealers are cor- 
rect. The adjustment period is not expected to be a 
long one, and the changes made will doubtless be of 
little consequence. Many hardware shipments are now 
being made by express, and the advance in freight rates 
will have little effect in the delivery cost of finished 
goods. 

Chain is an article that is now hard to obtain, and 
neither retailer nor jobber has any to offer, except in 
very small quantities. Shipments from the mills have 
practically been cut off. The situation as far as barb 
wire is concerned has not been relieved, and there are 
no indications that any improvement may be expected 
within the next few months. he farm and garden 
seed business is practically over, and dealers handling 
fertilizers state that their sales are now confined prin- 
cipally to a few gardeners who are planting late crops 
of vegetables. One interesting feature is that no stocks 
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a a lb.; Acme No, 8, 56c. a lb.; Silver Lake, No. 8, Toc. 
a ° ° 

ScrEws.—No change in the screw situation is noted. 
The demand is by no means abnormal but enough to 
break up local stocks for jobbers are still having diffi- 
culty in getting goods. 

We quote from jobbers’ stocks: Flat head bright wood 
screws, 70 and 20 per cent discount; iron machine screws, 45 
per cent discount; coach screws, 40 per cent discount; cap 
screws, 40 per cent discount; set screws, 45 per cent discount. 

ScyTHES.—An advance amounting to 50 per cent in 
the price of scythes has been announced. 

We quote from jobbers’ stocks: Clipper, $13; solid steel, 
$13.50; Little Giants, $14.50; brush and bramble, $13.50. 

SHEET LEAD.—Prices for sheet lead have been marked 
up lc. a pound. The advance is based upon the same 
reason as that in lead pipe. 

STEEL.—No improvement in the market for steel is 
reported. As a matter of fact, the situation is a little 
worse so far as supplies are concerned, as the number 
of houses carrying certain sizes is steadily growing less. 
There is some irregularity in prices quoted f.o.b. ware- 
house. But the net f.o.b. price, destination, when care- 
fully figured out, is practically the same from all 
houses. Where a firm quotes below another one, it is 
found that delivery charges are larger than those of 
the house making the higher quotation. Cost, plus the 
increased overhead charges, leaves little if any profit 
on a Government selling price basis. The road of the 
steel man is by no means a joyous one. 


We quote soft steel bars from jobbers’ stocks: Flats, rounds 
and squares, 1% in. and under, $4.115 to $5 base per 100 Ib.; 
rounds and squares, 2 in. and over, stock lengths, $5.50. 

Angles and channels under 3 in., stock lengths, $4.765 base 


per 100 lb.; tees, under 3 in., $5.25; tees, 3 in. and over, 
$6.50. 

Cold rolled steel, rounds up to 1 15/16 in. and squares and 
hexagon, list plus 15 per cent. Tire steel, 14% x % in. and 


larger, $5.15; thinner and narrower, $5.40. 

American calking steel, full bundles, $6.75 base, per 100 
Ib.; broken bundles, $7.25. 

TREE PRUNERS.—An advance of 25 per cent in the 
price of standard tree pruners is announced. 

WASHERS.— Washers and nuts are extremely scarce. 
The demand for them from the Government and firms 
engaged on Government work has been enormous during 
the past month or so, and the market has not been so 
bare of goods for many years. The prospects of replen- 
ishing jobbers’ stocks are far from bright. 

We quote from jobbers’ stocks: Malleable washers, per Ib., 
7.25c, base; cast washers, %-in. and smaller, 9c. base; larger 
41%4c. Cut washers, in 200-lb. kegs, list. 

WirE CLoTH.—The recent improvement in the call 
for wire cloth has cleaned up the market pretty thor- 
oughly. Partly as a result of this fact, and because 
jobbers are unable to get a quantity of fresh supplies, 
prices have advanced 15c. per 100 square feet. 

We quote from jobbers’ stocks: Black wire cloth, 12 mesh, 
$2.50. Black wire cloth, 14 mesh, $3. Quotations for deliv- 
ery from factory are 10c. less than those from jobbers’ stocks. 

WRENCHES.—For the second time within a compara- 
tively short period prices for Stillson wrenches have 
been marked up. The new advance amounts to 10 per 
cent. A similar advance has been made in prices for 
Trimo wrenches. Stillsons are quoted 50-10-5 off the 
list. 

Zinc O1Ls.—The price of zine oils has been advanced 
10 per cent. 


NNATI 


of fertilizers are being carried over into the next season. 
Sheet metal workers are not yet very much handicapped 
on account of the scarcity of galvanized sheets, but 
when their present stocks are exhausted it will become 
a matter of grave importance as to obtaining any future 
supplies. Jobbers’ stocks are exhausted and the mills 
are ew all 100 per cent operating on Government 
work. 

AUTOMOBILE ACCESSORIES.—Lately there: has been a 
heavy call for outside shoes and also for inner tubes, 
and some merchants who handle tires have been hard 
put to fill orders from their patrons. Other autocar 
accessories and supplies are also in demand. One mer- 
chant in the country district states that his sales of 
gasoline during the month of June will far exceed any 
similar period in the past two years. His sales of auto 
accessories were correspondingly as large, and he is of 
the opinion that hardware merchants, in the country 
districts especially, should be able to furnish gasoline 
and compressed air to all customers. This idea is not 
one that is generally extant among dealers, as many 
of them find that they can make a good profit by selling 
to the public garages as well as to the car owner, and 
prefer to cater to the garage trade. 
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ANVILS.—It is hardly worth while to report on this 
particular item. There is a demand from the country 


‘merchants that is not very urgent, at the same time 


stocks of anvils have been depleted and any future 
orders will be filled with difficulty. The jobbers’ quota- 
tion to-day is 23c. a pound on swivel wrought anvils. 


AxEs.—A merchant who sells ordinarily a large num- 
ber of axes states that he is unable to say what retail 
prices could be obtained. The idea in his mind was to 
get the goods, and not to profiteer, but he is unable to 
get shipments from any sources. 


BALE TiEs.—The demand is very urgent from the 
country merchants who had not ordered previously, 
and there is also some complaint as to the slowness of 
shipments on old orders. This complaint is brought out 
by the heavy demand for wire products for war pur- 
poses, and it is improbable that the situation will be 
relieved any time soon. 


BARB WIRE.—The demand for barb wire fencing was 
never as urgent. Although farmers have gotten along 
well into the summer season the need for protection of 
corn fields especially is very important. The slow 
delivery from the makers is due to the incessant de- 
mand for war purposes of practically all wire products. 
Warehouse stocks do not exist, and in this particular 
commodity there is no substitute that can be offered. 

Jobbers’ quotations are unchanged and are as follows: 
Two-point cattle wire, $3.91 per 80-rod spool, and four-point 
hog wire, $4.10 

BUTCHER KNIvVES.—Business is so quiet that no re- 
port would be of interest. The manufacturers” dis- 
count is unchanged around 50 per cent from list. 


CARRIAGE Bo.ts.—It is not elongating the truth to 
state that the supply of carriage bolts here was never 
as small as at the present time. The demand is also in- 
creasing, and shipments promised by express are not 
coming in as fast as expected. A jobber states that the 
big demand from the shipyards is one cause for de- 
layed shipments. 


Jobbers'’ prices are as follows: *% in. x 6 in. and smaller, 
35 and 5 per cent discount; larger and longer, 20 and 5 per 
cent off. 


CoacH ScREws.—As the demand for coach screws in- 
creases the supply decreases. Stocks have dwindled to 
the point where it is impossible in many cases to fill 
orders. The jobbers’ discount is 35 per cent off list. 


Cow Ease.—In Kentucky especially this has now be- 
come a regular hardware merchant’s stock article. The 
summer season has brought out a big demand from the 
farmers and from dairy farm owners. Its use is being 
extended to the small farmer to a large extent through 
the retail hardware merchant. 

To-day’s jobbers’ quotation is $10.50 per case. 


CHAIN.—There is practically no chain to be had. 
Jobbers’ stocks have tone exhausted, and only a few 
retailers are able to supply their customers. 

Straight link iron chain is quoted at from 8%%ce. to 9c. 


Eaves TROUGH AND GUTTER PipE.—The scarcity of 
galvanized sheets is becoming a matter of much im- 
portance to sheet metal contractors. Only a few of 
them have laid in stocks and, as tre mills are now 
engaged in war work, it is hardly probable that any 
material can be obtained for ordinary uses. 

No. 29 gage, 3-in. conductor pipe is unchanged at 6%4c. per 
foot and 5-in. eaves trough at 6c. per foot. 

EMERY CLOTH AND PAPER.—The recent advance in 
prices has had no influence in cutting off the demand 
from machine shops. Dealers are now able to make 
better deliveries as some shipments were recently re- 
ceived by express that tend to relieve the situation. 

B. & A. emery cloth is unchanged at 30 per cent off list. 


FISHING TACKLE.—A report sent in two weeks ago 
referred to the large amount of fishing tackle that Ken- 
tucky merchants were selling. To-day a careful esti- 
mate would be that the business has increased fully 50 
per cent. The city merchants also report a good busi- 
ness in this special line, and a few of them state that 
high-priced reels were never in better demand. 

FARM AND GARDEN TOOLS.—Business is quite dull, 
with the exception of scythes, a report on which is made 
separately. A few merchants state that they are handi- 
capped by not being able to get any supplies from either 
the manufacturers or the jobbers. 

GAS AND ELECTRIC FIXTURES.—Business is quiet as 
far as gas fixtures are concerned, but suburban dealers 
are selling quite a number of electric lighting globes. 

GALVANIZED PAILS AND GARBAGE CANS.—There is a 
well defined understanding now between the manufac- 
turers and the merchants as to the inability of the 
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former to fill all orders sent in. The scarcity of gal- 
vanized sheets has curtailed production of all kinds of 
sheet metal utensils. Prices given below are expected to 
be advanced at any time. 


Jobbers wate 12-qt. galvanized pails at $3.90 per doz., and 
14-qt. at $4.6 

Guass.—Although the production of glass has been 
practically eliminated, or will be on June 29, no changes 
in quotations have been made. A number of retail 
merchants stocked up some time ago and the slack 
building season enables them to fill orders without 
drawing on manufacturers’ stocks. 

The following discounts are quoted by the Wm. Glenny 


Glass Co.: Window glass, applying off list of March 1, 1913, 
S. S. A., sizes in first three brackets, 80 per cent; a es 


sizes in "first three brackets, 80 per cent; S. S. A. and B., 
larger sizes, 79 per cent; D. S. A., all sizes, 80 per cent, 
and D. S. B., all sizes, 82 per cent, all f.o.b. Cincinnati, with 


the usual freight equalizations. 


HANDLES.—Within the past few days shipments to 
jobbers have been sufficient to take care of orders that 
were sent in some time ago by retail dealers. This does 
not mean that the scarcity of handles is not yet a 
matter of concern, and the relief is only temporary, as 
understood by merchants who carry this particular line. 

Jobbers quote hay fork handles at $3.95 per doz.: manure 
fork handles at $2.75; 5-ft. hoe handles, $2, and spade and 
shovel handles at $4.15 per doz. 

IcE TonGs.—Although the weather has been compar- 
atively cool dealers report that they have sold a large 
number of ice tongs for family use. Most of this busi- 
ness has been done with city merchants. The suburban 
dealers have not had any call for these articles. 

The jobbers’ prices are as follows: Wagon ice picks, $6.20 
per doz., and family ice picks, $2.70. 

IRON AND STEEL BARS.—There is no longer any ques- 
tion as to the inability of the jobbers to supply all of 


‘their customers. At the present time it is not strictly 


a matter of governmental regulatiors, but it is one that 
concerns only stocks on hand that are practically: de- 
pleted. 

Reinforcing concrete bars are quoted at 4.36c. base 

LAWN Mowers.—Only those companies who bought 
ahead are now able to fill orders. In some instances the 
increase in prices have netted them a fairly comfortable 
profit. 





The supply of machine bolts is al- 
most as short as that of carriage bolts, and the neces- 
sity of borrowing from a competitor to fill an order is 
not an uncommon occurrence. 

Jobbers quote % x 5 in. and smaller, at 40 and 5 per cent 
off list, and larger and longer at 25 and 5 per cent discount 

Picks.—Local stocks are about exhausted, although 
the demand has not been as insistent as it was a month 
ago. Contractors are having trouble in getting labor 
to push through contracts in hand. 

Contractors’ picks are quoted by jobbers at 35 per cent 
off list. A 

PAINTS.—Business is very quiet. Only a few of the 
retail merchants have ordered replacement stocks lately. 
The curtailment of building operations is the main 
reason for the present dull period. 


RooriNG.—In the face of slack building plans compo- 
sition roofing manufacturers are doing fairly well. A 
campaign for introducing this class of roofing in the 
country districts has been under way for some time, 
and it has brought in considerable business. 

The following are average wholesale prices: Tarred felt, 


$3.10 per 100 Ilb.; slaters’ felt, $1.15 per roll; rosin sized 
sheathing, $57.00 per ton. Rubber roofing. per roll, best 
grade, one-ply, $1.80; two-ply, $2.15; and three-ply, $2.50. 
Medium grades, one-ply, $1.75; two-ply, $2; and three-ply, 
$2.15. Cheaper grades, one-ply, $1.20; two-ply, $1.45; and 
three-ply, $1.60. 


ROLLER SKATES.—A number of merchants state that 
their stocks have been exhausted. Dealers in suburban 
towns where there are cement sidewalks have called on 
the city merchants to help them out in supplying their 
trade. Jobbers’ stocks have not been replenished. 


ScyTHES.—The extraordinary demand has been the 
means of inducing dealers to place some orders ahead, 
although the demand for these does not extend farther 
than the fall season. One dealer who has a limited 
stock of English Waldron scythes has no trouble in get- 
ting $2.50 for each blade. 


The jobbers quote on 30-in. scythes around $13.50 per doz. 


not 
uniform. + mR as the mills are not now or to 
forward any shipments, the price is a minor considera- 
tion. A leading jobber is quoting $4.20 per keg base, 
but it is reported that this price can be shaded. Stocks 
are limited. 
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Hardware Age 


TWIN CITIES 


MINNEAPOLIS AND ST. PAUL, 
June 26, 1918. 
ITH the advent of warmer weather here trade 
seems to have picked up wonderfully in all lines 
with the exception perhaps of builders’ hardware. 
Builders’ hardware in the cities is still selling slowly, 
although out-of-town orders are coming in quite freely 
and of sufficient volume to almost take care of the total 
to bring it up to last year’s record. Of course those 
hardware dealers who do not sell to out-of-town trade 
have to make up the deficiency in some other way. All 
other lines are moving freely; tools, sporting goods, 
cutlery, automobile accessories, and even paint are 
keeping well to the front. The only difficulty expe- 
rienced now is to get goods from the factory. Local 
jobbers put restrictions on the amount of wire, wire 
nails, wire fencing, and indeed many other items which 
they are furnishing to their regular dealer customers. 
Nails are becoming more and more scarce, and barb 
wire and woven wire fencing are practically off the 
market. There has been an advance in the local mar- 
ket on nails and wire, amounting to 35c. a cwt. 
Plumbers’ oakum is another item that is becoming 
scarce on the market. Local Red Cross chapters are 
using so much of it for making up bandages for ship- 
ment to the war zone. 
Other prices seem to range about on the old schedule. 
White lead may be mentioned as having advanced with 
oil, but turpentine remains on the old level. 


BoLts.—There has been no further advance in the 
price of bolts, but stocks are becoming badly depleted. 

We quote from local jobbers’ stocks: Small carriage bolts, 
30 per cent; large carriage bolts, 20 per cent; small machine 
bolts, 30-10 per cent; large machine bolts, 25 per cent; stove 
bolts, 60-10 per cent; lag screws, 30-10 per cent from stand- 
ard list. 

LINSEED OIL.—Sales are good, although stock is be- 
coming rather scarce. Painting is progressing rapidly, 
making a heavier draft in this line of goods than for 
some time past. 

We quote from local jobbers’ stock: Boiled linseed oil in 
barrel lots at $1.69 per gallon; raw linseed oil in barrel lots, 
$1.68 per gallon. 

TURPENTINE.—The difficulty which the producers of 
this item are encountering with the Government ruling 
that this is an unessenliui item is resulting in a de- 
cided raise in price. Up to this time there has been 
nothing definite as to the outcome of their efforts to 
have the ruling reversed. 





Only Sons of Adolph Kastor in Army 


WO sons and only sons of Adolph Kastor, founder 
of the old cutlery house of Adolph Kastor & Bros., 
New York, are both in the Infantry Service for Uncle 
































LT. R. N. KASTOR SGT. A. B. KASTOR 


Sam, one “somewhere in France” and the other in a 
Southern camp ready for service overseas at any time. 

Robert N. Kastor volunteered in May, 1917, and 
joined the Cambridge Training Camp at Cambridge, 


We quote from ‘local jobbers’ stock: Turpentine in barrel 
lots at 76c. per gallon. 

WHITE LeAp.—List price on white lead shows an ad- 
vance over old quotation. Sales are normal and seem 
to be increasing. 

We quote from local jobbers’ stock: White lead in 100-Ib. 
steel kegs at $12.25 per cwt., with usual differential of size 
of package and postage. 

ScrEws.—There has been no change so far in the 
market on screws, but one is probably coming the first 
of July. Some screw manufacturers, it is rumored, 
have already advanced their prices. Doubtless others 
will follow. Market shows no change. 

We quote from local jobbing stocks: Flat bright wood 





screws at 75-10 per cent discount. Round head screws at 
70 per cent; flat head brass at 40 per cent; round head 
brass at 35-5 per cent; nut screws, 40 per cent; set screws, 


50 per cent; and machine screws, 60 per cent; brass ma- 
chine screws, 20 per cent from standard list. 

FILEs.—There has been no change in the price of 
files, although the popular sizes are still scarce. 

We quote from local jobbing stocks: Riverside files, 60 per 
cent; Nicholson files, 50-5 per cent; Royal files, 60-10 per 
cent; Arcade files, 60 per cent from standard list. 

NAILS.—Price has advanced due to the advance in 
freight rates, and stocks are very badly broken. There 
is a general careful search for popular sizes and kinds 
that most of the dealers seem to be short of. 

We quote from local jobbing stocks: Standard wire nails 
at $4.75 per keg base; coated wire nails at $4.75 per keg 
base. 

WIRE.— Wire has advanced with the advance in nails 
and stocks are badly depleted. 

We quote from local jobbing stocks: Black annealed wire 
No. 9 at $4.50 per 100 lb. Galvanized annealed wire No. 
at $5.20 per 100 Ib. 

Rope.—There has been no further change in rope and 
stocks seem to be meeting local demand fairly well. 

We quote from local jobbing stocks: Best grade Manila 
rope at 34c. per lb. base; best grade sisal rope at 24c. per 
lb. base. 

SCREEN Doors.—Doors and windows are selling very 
well at the present time. 

We quote from local jobbing stocks: Common screen doors, 
2-8 x 6-8, at $18.45 per dozen; fancy screen doors, 2-8 x 6-8, 
at $28.70 per dozen. 

WINDOW SCREENS.—Warm weather and the increas- 
ing numbers of the old pest the house fly, are increas- 
ing sales on window screens. 

We quote from local jobbing stocks: Sherwood adjustable 
24-in. window screens at $7.70 per dozen; Wabash extension 
24-in. at $5.85 per dozen. 





Mass., where he remained until August of that year 
when he entered the Plattsburg Officers Training Camp. 
He was at Plattsburg for more than three months 
when he was commissioned a First Lieutenant of In- 
fantry. Early in December last Lieut. Kastor was de- 
tailed for duty at Camp Dix, Wrightstown, N. J., in 
the Third Battalion, 312th Infantry, where he was 
engaged in the training of recruits until May 1. He 
was then transferred to the Sixth Infantry Replace- 
ment Regiment at Camp Gordon, Georgia, where he 
has since been on active service. 

Lieut. Kastor passed his preliminary examinations 
for Harvard University in 1910 at Andover, Mass., 
and completed his four-year course at Harvard in three 
years, graduating in 1913 with honor (cum laude). 
He then entered the business of Kastor & Bros., giving 
particular attention to the firm’s cutlery factory, the 
Camillus Cutlery Company, Camillus, N. Y., working 
his way up through all the departments to the position 
of director on the board. 

The other son, Alfred B. Kastor, is in Company F, 
308th U. S. Infantry, with the American Expeditionary 
Forces in France. 

Mr. Kastor entered Harvard when sixteen years old, 
where he remained for two years, when he likewise 
entered the business of the firm in 1907. For the past 
three years he had practically full charge of the 
Camillus Cutlery Company factory and became secre- 
tary and treasurer of the company, also a member of 
the firm in New York. 

Alfred Kastor was assigned to Camp Upton, Yap- 
hank, N. Y., on Feb. 25, and about April 8 he left for 
the war zone as a private. Late advices from him show 
that he has been promoted to a sergeantcy. 
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By P. R. Freeck 


“The apparel oft proclaims the man,” but a $10 lid won’t make 
a yellow streak look like gray matter. 


Tiled flooring and marble wainscoting in the office are not 


indicative of the size order you may expect. 


“fussed.” 





When you run upon a lady buyer act confused 


She’s disappointed if you do not. 


I’ve seen salesmen of fifty try to act like thirty, but who really 
acted like sixty. 


The grouch buyer was made by the Creator for the salesman 


to practise on. 


Content yourself with the conviction that the buyer who is too 
busy to get your prices is an expense to the house, regardless of 


what his salary may be. 


When you yield to the temptation to sleep until 8 A. M., or 
to quit work at 4 P. M., don’t say-D. A. M. if the other fellow cops 
the order. 


The promise of a $500 order “next trip,” plus a $100 order 


in hand, equals a one hundred dollar order. 


Carry a good-sized storage battery in your chest to fill with 
optimism when trade is good and to draw on when it is dull. Have 
a separate, well-insulated compartment for the blues—with the 


bottom perforated full of holes. 


You can occasionally learn all that the young lady typist knows 
about her boss’s business by telling her how clever she is at keep- 


ing a secret. 


Don’t try to be funny with the buyer. He can get club rates 
on Puck and Judge, and wants something from you that he can- 


not buy at the newsstand. 








Putting the Consume in Consumer 
A Retail Sales Talk for Automobile Oil 


By PAUL ROSE 


WO hardware men were talking snop across 

the lunch table. Both had automobile ac- 

cessory departments and both sold automo- 
bile oils. 

“George,” said the first dealer, “I don’t under- 
stand how you sell so much oil. You handle the 
same brand as I do, yet I’ll bet I haven’t had over 
two dozen calls for oil in a year, and ‘here you tell 
me that you’ve sold a carload of it in the last eight 
months. And the funny part of it is that there are 
more cars in my end of town than there are in 
yours. How do you do it?” 

“Well, Jim, in the first place, you aren’t getting 
the oil business you are entitled to. And shere’s 
something else. You just said you haven’t had over 
two dozen calls for oil in a year. Maybe the answer 
lies in that word ‘calls.’ Frankly, I’m not doing 
a ‘call and buy’ business in oil, I go get ’em. 
There’s money in automobile oil. You know it. 
I know it. And my clerks know it—I have seen 
to that, and you can just bet there isn’t a motor- 
ist comes in my store for a spark plug, a battery, 
or any other accessory that one of my boys doesn’t 
give him a little buzz on oil. Your clerks talk oil, 
don’t they ?” 

“Sure—now and then,” replied the first dealer. 

“What do they say? Do you know?” 

“Oh, they: ask the customer if he doesn’t need 
some oil and if he does, they tell him that we sell 
Blank oils, and then quote prices, I suppose.” 

“Well, that’s not enough, Jim. You’ve got to 
sell oil. Most of the motorists nowadays are pretty 
wise birds. They’re gun shy on oil. They’ve been 
stung too often, and if you don’t sell them the 
idea that the oil you handle is correct for their 
particular cars, why you don’t get very far. Let 
me tell you a little sales talk I overheard one of 
my boys giving a customer the other day. There’s 
some stuff in it you can use.” 

The speaker edged his chair back a bit and 
taking out a pencil, began to tap on the table as 
he talked. 


s¢7T*HIS customer had come in for a couple of 

piston rings. When the customer was waited 
on, the clerk slid out from behind the counter and 
drew him to one side. 

““By the way, Mr. Jones, how about oil? What 
are you using?’ 

“*T’m using Dash Medium Oil. I get it at 
Smith’s garage. I’ve got a Dodge car and that 
takes a medium oil. I’m getting pretty good re- 
sults now and I’d think a long while before I’d 
switch brands. Why? Do you think you’ve got 
something better?’ 

“That didn’t phase this clerk. He came back 
strong. ‘Well, I’ll tell you, Mr. Jones, ‘medium’ 
is an uncertain term when applied to oil. Medium 
oils vary just like medium cigars. There’s a lot 
of medium cigars that will give you a headache, 
you know. An oil has got to be exactly suited to 
your type of car to be most efficient. Now this 
Red Bird Oil—grade “A’—is what the manufac- 
turer recommends for Dodge cars. It’s a little 
more expensive than what you are using, but it’s 
the cheapest in the long run. Here’s why. 

“In the first place it has the correct body to 
feed readily, distribute thoroughly, and form a 
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perfect seal between cylinder walls, pistons and 
piston rings. That, you know, means full power 
from every drop of gasoline you use—lower gaso- 
line consumption. Secondly, with a perfect piston 
ring seal, oil does not get up into the combustion 
chamber in excess quantities and form carbon de- 
posit, which results in ‘carbon knock” and a lot 
of other trouble—and incidentally this also means 
lower oil consumption. Again, this oil is of the 
highest quality. It will stand up under the ter- 
rific heat of service and will amply protect the 
moving parts of your engine from friction. That, 
you know, as well as I do, means protection from 
scored cylinders, worn and broken piston rings and 
worn bearings—less repairs. 

““Tn a nut shell it boils down to this: If you 
use the oil that meets the lubricating requirements 
of your car with scientific exactness, it will give 
you maximum power, lower gas and oil consump- 
tion, less frequent repairs, and longer life to your 
engine. Better let me send around a five gallon 
can for you to try out. That’s the real test you 
know.’ 

“‘What’s the price of it?’ This from the mo- 
torist. 

<< *85.20." 

““*Pretty steep, isn’t it?’ says the customer. 

“‘Not a bit of it, Mr. Jones. Why, one little 
repair job will likely cost you more than the price 
of a season’s supply of that oil. Get the best and 
you'll have a sweet running motor.’ 

“And so the clerk sold him a five gallon can. 
And what is more interesting, that customer was 
so pleased with the results from the oil we sold 
him that he will take that clerk’s word as gospel 
on any accessory in our line.” 


¢s°T’HAT’S an exceptional clerk you’ve got there, 
George,” said the first dealer when the other 
had concluded. 

“Not at all, I’ll warrant that any man in my store 
can sell lubricating oil as well as that boy. The 
results prove it.” 

“How do you train them that way?” 

“IT use the advertisements, booklets and such 
other material furnished by the oil manufacturer 
as a sort of text book and I ask the boys to read 
them and study them. And they do it, because 
they know that it will make them more valuable 
to themselves and to me. And they also know the 
~ore valuable they become to me, the more they’!! 
find in the envelope on Saturday night. Try it 
out, Jim. It’s worth while. You’ll get more of 
that oil business you are entitled to.” 


Flag Day Observed 


HE Michigan Bolt and Nut Works, Detroit, Mich., 

observed Flag Day, June 14, by a rally of em- 
ployees. The flag raising took place at noon. There 
was singing and the recitation of an “American’s 
Creed,” followed by an address by the Hon. Homer 
Warren. 





Aram A. Selian and Stephen A. Selian, Boston. 
Mass., doing business under the firm name of Selian 
Hardware Company, have filed a petition in bankruptcy. 
They owe $14,380.90 and have assets of $13,675.75. 
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Mill and Hardware Supplies 


The second and fourth issues of each month contain 7 other pages of hardware prices 


BARS—Crow— ORTELS AND DRILL |SCREWS— 
Steet Crowbars, 10 to 40 DBD. STOCKS— | Coach, Lag and Jack— 
50% mat . 
e ° Twist Bit Stocks............ 50&5%|\pag. Cone Point.........0+.- 30K&10% 
Pinch Bars ‘List + 25% twist, Laper and Straight Shank. | ; \zag. ¢ "Gilet Polat. 30&10% 
MS—Scale— 40% 
peg Ries ... Ast + 10% Wire Gauge. Jobbers’ and R. 8. , : 
Chatillon’s No, 1........ List + 10% ‘ Blocks age OT ehh -< ( Jack Screws— 
Chatillon’s No. 2........ List + 20%| Brace Drills for Wood..........: 0% | standard List ............ 25% 
B,D B We skovvoccnecee List + 20% , 
EMER Y—Tarkish— 
peel nim ae ae 20% Out of market at present time. Machine— 
BELTING—LEATHER— DOMNGNT: Gy iveeccceeeekesocés 10¢| Cut Thread, Iron 
From No. 1 = Tanned Butta. , , 50 0% 
Flat Head or Round Head 50% 
Belting, Ha. Hvy., 18 oz........ 35% HAMMERS AND SLEDGES—| Filister Head .......... 40% 
Belting, Heavy, Ty ee cece 0% pe 
di i tee 4550 |8 80 5 DW... .. ce cceeeeneeee List, net | Brags: 
Belting, Medium, % oz ‘0 A - a 
Belting, Light, 13 oz 50% ee i Gis teésemeew om a6 ot List, net | Flat Head or Round Head....30% 
Becond Quality, Sides... ........55% cas | Filister Head ......... 20% 
Seoond Quality, Shoulders....... 60% | OILERS Rolled Thread Iron, F. R. or 
~ Leather Lacing, Strictly No. Steel, Copper Plated........... 60 % | Sans pieeanuee ae 75% 
PTCUT TT PT errr Te 35&5%| Chace, Brass and puaser. wee e. 10%| FA ister WBOGR ccvicaccescesccl™l 
seman Lacing Sides, per aq. ft. Chace, Zine Plated... Cem eaee 0% | Brase: 
Raw Hide, No. 1 in sides 17 Railroad, coppered -40@40&5% | FH. or R. H....... 200.000 45% 
PF Tun oes eecccccceces ose Railroad, brass ............ 920859 | Filister Heud .......... "40% 
ere eeeee ee eneee | 
PICKS AND MATTOCKS— 
Rubber— : Se ‘ap— 
Competition (Low Grade)... .40&10% Railroad stat eee tence eee ee ees 10% Set and Cap 
Standard 30&10% Contractors’ Picks ....-.-.64.. 10% |Set (Iron) eeceecoerece 60% 
etapa Deas ei aati : Set (Steel) net advance over 

Best Grades ..... : phe Kebene wee 25% ROPE— a... <sartesersgal 
BLOCK S—Tackle— 7 . T ; er =. “Spare lo “HO&D % 
Common WOOGER wc vcccces oe 25% a eee Xrase. , Ba - Hex HG. COD. csvcccvccces HO&106 
Patent 25% Manila, % in. diam. and larger: Pilat we. 0 0 

_, METER Highest Grade "ilister a BPevccs 2 

Drill— Second Grade 

Athol Machine Co.: Hardware Grade Ketmeeees 

Drill Bleeks 2. cc cccsccece List net gigal, 5% in. diam, and larger Li a 

Carriage, Machine, &c¢.— Highest Grade ........000: 23¢| Flat Head, 75% |% 
Common Carriage (cut thread): Second Grade ‘ 20¢| Round Head, Iron..........70°¢ ; 

% v 6, and smaller....... 30&10%| sisal, Hay, Hide and Bale Ropes, Flat Head, Brass....... 12%4% 7© 
Common Carriage (rolied thread) : any ply, Medium and Coarse: Round Head, Brass........40% | 

x 6 . .B0&10% hE hed) 7 4 tes a Le 

a Pg ba Kev cess 10410 % First quality, 23%¢; second Plat Fest. Bronse. 87% }Q 

é varger or Pro seccccecs 70 l . 20% ¢| Round ead, ronze... 25% 

£: Phila., Eagle, $3.00 list........ 60% |, ality . 
Bolt Ends, H. P. Nuts......... 15% | Sisal, Tarred, Medium Lath Yarn: ; : 
Machine (cut thread): First quality ..... . o-aae STOCKS, DIES AND ‘TAPS— 

% a 4 and smaller 30&10%| Second quality 20¢ | sets wowebogendas 10% 

Larger or longer.......... 15&10% Cotton Rope: Hand Taps, % to 1 in....... 45% 
y i—P : Best 5/16-in. and larger. ..35@48¢| Hand Taps, smaller than \% in. 45 1% 
a sr vane * _ per Medium, 5/16-in, and larger, M. 8S. Taper Tups, No. 2 to 

100 Ib.: sear : 30@40¢ Oe  ceaceucnens GORD % 
dumertéen O oid Straight Link: Common, 5/16-in, and larger...30¢\M. S. Taper Taps, larger 15° 

3/16, $19 ! $14.50; 5/16.) ¢ -_ . = -_ . ; 

$12.00 x” "ho 0: 7/16. $9.85; SAWS AND FRAMES—Hack— NCTE 

%&9/16, $9.70; % &11/16, $9.50;| Saws 6 to 14 im. inc........... 25% t ie ES 

% &13/16. $9.40; &&15/16, $9.30 ; Saws, Machine Blades, ac National Mfg. Co. Screen Door, 

39 Ps (base), $9.20; 1M%&1% BZ 80 FE Mc ccccccsecs 10&10% No. 195, Japn’d, per dozen $1.20 
DRESSING—Belt— Saw Frames— TRUCKS—Warehouse, &c. 
Jobbers’ Mfg. Company: Iron adi., per doz $2.88 FRUCK Warehous . 

Blue Ribbon, Stick, @ ™..... 30¢) Steel adj., 8 to 12 in. ; per doz. $17. Me >| Me Kinne oy Mfg. Co.: each. net 

Paste, 5 & 10 M cans, ® h.. 30¢|Stevl adj., steel hdle., per doz..$8.1 lo. 1, $21.50: No. 2, $18.50: 

Liquid in gal, cans, ® gal...$3.00| Adj. Pistol Grip, per doz.. .$17. oe No. 3, $15.50. 

Paints, Oils and Col 
aints, Oils and Colors 
intangible — 

Animal, Fish and Vegeta-| Miscellaneous— }Sienaa, Burnt .......06-. 18 @24 

ble Oils— Barytes: : —. all EEE id @23 
| White, Foreign. .®@ ton nomina)) VMOST, DUBE ..-+--- «2s r+ 
Linseed, Raw, Carload es, $1.60 Domestic, prime, white ( gore ellow . R : 7 . ne se 

ME ikebocettevenws 58@ or oated, f.o.b. nite anc ed Lead, &¢.— 

City, five-bbl. lots and works # ton...... $32.00@36.00 a: f _ Cents | 

Oe oacacakanewdete $1.58@$1.60| Off color, f.0.b. wks. Lead, English White in 06, . soe 

-of- re. a ton 22, 00 @ 24.00 Lead, American White Dry 9%@10% 
“—- come, five-bbl. “~ T 58@$1.60 oe. Fa aa sees e ton nominal; In Oil White, —- than 
aloe atke Fre eececescccwe OOM nominal! — Ib., per 100 
L gen 1¢ i ee ee aa China "as iit aa i: SPS $13.50 @ 
war rime nter...... «- . ® ton 17.50@36.00 500 ‘DD. up to 2000 
—e NO. 1... csc ceece ert ter | CCE ee 12.50@20.00 Ib., per 100 lb. .$12,15 @ 
| ee . ‘ Cobalt, Oxide -B lb 1.60@ 1.65 2000 Ib. up to 10,000 
m4 seed, Crude, f.o.b. REE ccuaeauseuve Robern #@ 100 lb., per 100 Ib..$12.15 @ 
||| SPCererere ree eee 17% @— Commercial .........4.+. ‘ 25@- 10,000 ™. up to 
Yellow Summer Prime, ND pn ctbbeccbecewane ed tt 35 30,000 Ib., per 100 
Sh ane A he ee 21@22 We, GEGNES ccccccvvees 35@1.50 Mm cvtesetaccens 11.54 @ 

White, Summer ....... nominal) . Carload, minimum, 

Yellow, Winter ....... nominal; Putty, Commercial— ninth 15 tons, per oe F 
Tallow, Acidless ........ 1.58@1.60 ) Dei. av0naraceuame 42 @ 
Menhaden, Brown BD DIOBONE ccccvcccasess $4.00@4.50 Litharge, American, 

OS Sere -— “ |In 1 ™ to 5 ™ tins...... 4.50@5.00 ae + aga Kees ne ¢ 

Northern Crude nominal per 0 RTS PF 3.5 a 

, Southern f.o.b. Factory. 96@1.00) « Mrits—Turpentine— 500 Ib. up to 2000 Ibs.$12.15 @- 

Light Pressed ........ .22@1.24| — 5 2000 Ibs. up to 10,000 

f Yellow Bleached ..... i: 24@1.26 _# gal. Tiere ai elegy ec 1.85 @- 

White Bleached Winter.1.28@1.30 In Machine bbls .70 @— 10,000 %. up to 30 
Cocoanut Ceylon domestic _ * 000 Th., per 100 Ib. "$11.54 @ 

ere 164%@16% Gum Shellac— D Carload, minimum 15 tons 

» 11.42 @ 
Copomestie. Db eet tag “Tg | Diamond 1 79 @80 | gine,Dry— * 
astie P or 95| Fine Orange ............ 69 @T3 wD 
4 Cod Domestic Prime....... 3@1. a 
, Newfoundland ........ 1 ‘ora 80 > ©, Garnet.........-. 63 hey , Green Sl. (French proc.).13%@15%4 
a 2 2@20.92 Button ..... cece eee cene nominal/ White Sl. (French proc.).14 @17 
Cora mennes, me 0.12 20.92 Second Orange -66 @b67 ape cn -rocess = ‘ 
Peppenee BOGE 6 oi i.0 0:0 06:0 66% nominal) American Pro . 
Olive denatured ........ 4.00@4. 25) Kals a GN vce ceneuen ; nominal (NS i Se 10 @11% 
Neatsfoot Prime ........ 1.95@2.00|T. No weececccceeeccces 63 @é64 Sterling 9% @10 
Palm, Lagos, spot per Ib.. nominal| V. 8. O.-..++----- 79 @s80 Superi w 9% @ 9% 
s i c : ‘ ehigt 9 9! 
~~ an, oe. spot ; Colors in Oft= a me @ ‘ 
Vib ans ie’ . va 3 = 
Manchurian, " spot, bbIs.18 @18% =_— o ” ™ 
4 Black, Goath, e 1pan laene 28 ass Black, Carbon Gas....... 16 @25— 
; Minerals Otle— Black in oil........ +++ + 20 @25 |Black, Bone ......... 5% @12 
Black, 29 gravity, 25@30. @ gal.) Drop Black ............. 20 @25 |Black Drop ............. 5% @15 
| eee we p Zlue Chinese ........... 1.30@1.60 Black Lamp ....... 15 @45 

29 gravity, 15 cold test. Blue Prussian 1.20@1.50| Black, Ivory ........... 16 @30 

Summer ............ Blue, Ultramarine ....... 40 @50 | Mineral Blacks, ®@ ton...35 @45 
Gylinder, light filtered. Brown Vandyke 25 @30 |Blue, Celestial eee 15 @25 

Dark filtered ......... French Ochre ........... 15 @18 /|Blue, Chinese ...... @1.35 

é Paraffine, high viscosity. "40 @41 Green, Chrome, Pure..... 65 @75 |Blue, Italian ......... e — 

4 903 sp, gravity........ 36 @38 |Green, Paris ..........-. 50 @60 |Blue, Prussian, Domestic, — 7 

: 885 sp. gravity........ 26 @28 | Indian Red ............. 25 @30 1.25 @1.35 
Red Paraffine............ 86 @88 ‘Venetian Red ........... 15 @18 ‘Blue, Prussian Foreign ...... nominat 


brand vary according to composition. 
Babbitt Metal 
ment grade, Cel Disscacisccune $1.10 
Commercial grade, per Ib. 70¢ 
Antimony— 
Asiatic -per Ib. 16@18¢ 
Bismuth— 
Pee ON. cevencess $4.50@35.00 
Aluminuam— 

No. 1 aluminum (guaranteed over 99 
per cent pure), in ingots for re 
melting (ton lots), f.o.b. mill, 

per Ib., 32.10¢ 

In 100 Ib. lots 40 @45¢ 

Blue, Soluble .-1.20@1.40 

Blue, Ultramarine ....17 @50 

Brown, Spanish, high 
grades, per ton....... 24.00@— 

Brown, Spanish, low 
Di civpeeceahuke wes 16.00@— 

Carmine, No. 40, bulk 5.50@6.00 

|Green, Chrome, ordinary... 8 @12% 

Green, Chrome, pure.....40 @50 

Metallic Paint, ® ton, 
 Seweavececrscel 24.00@32.00 
ME? Kexeagestesioues - 24.00@ 30.00 

Ochre, Medium, # ton. ..30.00@60.00 
American, Golden, ® Ib. 6 @10 
Foreign; Golden, # Ib.. 5 @10 
French - nominal 

Orange, Mineral, English. - nominal 
French -hominal 
GORMOM cccccs nominal 
American ..... 13% @15 

Red, Indian 
American # 100 Ib. 8 @12 

eG, TUBCAM 2 oc cccccccoscce nominal 

Red, Venetian ® 100 Ib 2%@ 6 

Rose Pink : ..20 @40 

Sienna, Italian, burnt and 

powdered ......... 7 @15 
Burnt, lump towemee @ (Gee 
Italian, Raw, powdered. 6 @ 8 
American, Raw j ... 2%@ 8 
American Burnt and 

Powdered .. --- 24@ 4 

PU WROD cnsnscccegeawue nomina) 
American. . per ‘ton $15. 00 @ 22.00 
Italian Keuaveseanmaes nominal 

Terra Alba. 

French.......7% 100 lb. .90@1.10 
English . .®@ 100 Ib. 1.00@1.50 
American. .# 100 Ib. ms. 1 
17% @a@— 

American. .# 100 ® No. 3 -835@ .90 

Umber, Turkey, Burnt 
and Powdered ........ 5 7 
Raw and powdered........ nominal 
Burnt. American 3%@ 4 
ee Ws ccccconccoeee nominal 
Raw .. ses 3 @ 3% 

5 |Yellow, Chrome, Pure. 28 @32 
Oxide Red, native, lum 3%@ 4 
Vermilion, Quick Silver, English 
2.00@2.10 
CPs icécccecsioveceas nominal 
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WASHERS—Cast— 
Over \%-inch, barrel lots, 


Iron or Steel 





per 1D, 5¢ 
Size bolt 5/16 & 
Washers... $11.40 10.50 9.40 
% 
9.20 9.10 
per 100 BD. 
WRENCHES— 
Agricultural .. ....-50&10% 
Alligator or Croc odile......-. 50% 
Drop Forged 8 ‘ -33'5 % 
Stillson pattern aor atacal AN-10%, 
Genuine Stillaon 50&10% 
METALS— 
Tin— 
— pig seesus - nominal! 
sieeoune nominal 
Copper— 
Tre Oe sc ccsccannvas -24.67 4¢ 
Electrolytic . 24.67 ke 
Casting enue wee 24.67% EG 
Spelter and Sheet Zince— 
Western spelter i eee -10@11¢ 
Sheet Zinc, No. 9 base, cast, 17¢ 
open, 17%¢. 
Lead— 

American pig Pert.,.8 @ 9%¢ 
a sectievcecenns Per Ib.,. 9% @ 10¢ 
Solder— 

Per Ib. 
% x % guaranteed - @T3¢ 
No. 1 4 IB 


Refined .. 
Prices of solde: r ’ indie ate d by private 








Publicity for the Retailer 





Unique, Forceful Cream Separator Ad—Strong Talk on Paint—Garage 
Hardware Featured—Store Papers of Clean-cut Makeup 


By Burt J. PARIS 


Read Every Word of This Ad 
No. 1 (2 cols. x 8 in.) 


HE WHITE & PARKER HARDWARE CO. of 
Murdo, S. D., have here an exceptionally strong 

ad on De Laval Cream Separators. Its angle is new, 
and it reflects the spirit of the day—sincere co-op- 


SAVE EVERY BIT OF YOUR 
BUTTER FAT 





it Will Profit You and Help Uncle Sam 


Milk and cheese, and both of them, when a cream separator 1s used will 
but above all—fat, fat, fat! That's pay the separator cost in a very few 
the cry heard from every front, the months. It will pay that cost even 
call made back te the folks at home if yoy have only two or three cowal 
in eyery country, every nation in your herd. 

We here in America must meet the The cream sepatator today is an 
demand, must supply fat in the most economy. It is to dairying what thd 
appetizing form, must supply the fat grain separator is to wheat or oats 
that docs the soldier the most good It is to the creamery or cream 
And that fat is butter-fat—the easily route what the threshing machine 
digestible, the vitalizing, the body- is to the grain farming The flail 
eatisfying fat of the dairy cow the milk crock and the primitive de 

This call for fat is so loud, so in- vices for gathering cream all belong 
sistent, that it must be heeded, even to the museum, not to modern farm 
though it means fluid milk converted ing. 
into butter channels. But above all, Whether you make butter, sel 
it means saving millions of pounds of cream to the cream wagon, or shig 
butter-fat now annually lost by out- that cream away, get a cream sepa 
of-date methods. rator; not because some one tell 

The amount of butter-fat lost in you to do so, but to get more vce 
this country by using crocks and tin fat, which means more money, mor 
pails, gravity, make-shift- cans for profit { 
storing milk and collecting cream, is If you are trying to get along with 
80 great as to stagger the mind a half-worn out machine, you ar 

Furthermore, in these days when wasting precious butter-fat Every 
butter-fat is so sorely needed it is machine that runs poorly or is giv 
almost a crime to let this waste go ing trouble is wasting cream. You 
to the pigs and calves. A pound of can't afford to keep such a pele 
butter-fat is worth more today than on your farm another day. It’s cost 
ever before, and that same pound ing you more to use it than it woulc 
has many substitutes in corn, linseed to buy a new De Laval 
nieal and middlings at a fraction of These statements are not the i 
the cost, for pigs and calves Don't ions of one man; they are the ex4 
waste it, please; humanity is calling perience of good dairymen in every 
for every pound Fling away primi- state, the reports of every experi 
tive equipment, get a good cream ment test, the absolute findings o 
separator like the De Laval, and then every dairy investigator, dairy farm 
be pleased with the increased quan- er, dairy worker 
tity of butter-fat you will get, be One and all, then, together—save 
enriched with the more money that and conserve butter-fat This 
comes to the farm pocket, be glad means you, yqur neighbors, ce 
that you are adding to the world’s body it means to the dump pila 
butter-fat supply with the crocks and the tin devices! 

Remember this The cost of a and thieving cream separators I 
De Laval Separator at present prices means the use of the one dairy too 
of butter and butter-fat soon will be that will collect all the fat—i 
returned The saving of this fat means a De Laval. 


White & Parker Hdw. Co. 


Murdo, South Dakota 
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No. 1—Conserving fats with the cream separator 


eration with the Food Administration in conserving 
the resources of the country. 

The presentation of fat-saving made by this copy 
rings true and makes a great impression upon the 
reader. Even if the argument of personal profit 
fails to make a dairy farmer discard antiquated 
separators and cream separating accessories, the 
broader appeal of patriotism and national thrift will 
move him to action. 

We consider this one of the best separator ads 
that has come to our desk in many days, and it 
ought to be used so that its strong appeal can reach 
every farmer in this country. 

Note the sixth paragraph in this copy which is 
an old-time argument but still as potent as it ever 
was where it applies to the article and may be prop- 





FOR THE NEW GARAGE 
or if you contemplate re- 
ypairing an old one you 
|\should use 


STANLEY 
Garage Hardware 
| No other kind ever had 
/\the same combination of 
| quality, simplicity and low 
price. 
The hinges close the 
7 doors absolutely tight. The 
y\ doors are kept closed by 
simply designed, strong 
z ““4and reliable latch and 
bolts, or are kept open by the STANLEY GARAGE 
DOOR HOLDER, in the strongest kind of wind. 
Hardware for any kind of Garage, whether built 
of wood, stone, brick or concrete. For Sale at 


CLARK HARDWARE CO. 


ON MAIN STREET. “Everything in Hardware” 




















No. 2—Garage hardware well presented 


erly included in the argument. Do not fail to in- 
clude it in any cream separator argument you may 
ase, for a new separator certainly does pay its own 
way. 


Good Copy on Garage Hardware 


No. 2 (2 cols. x 4 in.) 


The Clark Hardware Co., Jamestown, N. Y., used 
this ad on Stanley Garage Hardware. While the 
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text is brief, it nevertheless covers the main essen- 
tials of satisfactory garage hardware; takes up the 
points that the buyer is sure to inquire about. 

Tight-closing doors, open doors held rigidly, sim- 
ple design and strong construction are features 
which the motorist wants, and when they are pre- 
sented to him as they are in this ad, it will be 
difficult to sell him makeshift hardware even if it 
comes a little cheaper. 

The body or text type used in this ad is too large. 
It should have been 10-point or a size smaller. This 
would have permitted a wider margin and more 
white space. It is an axiom familiar to advertising 
men that a smaller size of leaded type or lines 
spaced out by separating strips of metal is more 
readable than a larger size which is “set solid” or 
without separating strips between the lines. What 
we mean will be concretely illustrated if you will 
compare the type in this ad with that in Milt Ben- 
son’s ad on paints. 

Mr. Benson has used 10-point type leaded in his 
ad, which is more readable than the 12-point solid 
type used in the Stanley Garage Hardware ad. Bear 
this little point in mind when correcting your proofs 
and inform your printer or newspaper man that 
you wish your text type “leaded” or spaced. 


Milt Benson on Paint 
No. 3 (2 cols. x 8 in.) 


Milt Benson, that aggressive hardware man hail- 
ing from Saranac, Mich., takes a whack at paints 
this week, and here is the result of his labors, 
which, in our estimation, shapes up very satisfac- 
torily. 

Milt has a penchant for getting good setups from 
his newspaper; if you don’t believe us just com- 
pare this paint ad with any other newspaper ad you 
may have in mind. 

Do you see how the story is told by the sub- 
headings? And why a glance suffices to inform the 
reader what Mr. Benson is talking about? For the 
details he reads between the display headings, and 
a very good set of details he gets. 

First, an ironclad guarantee, a reasonable price, 
and finally great durability. Let’s have some more 
paint ads to show fellow hardware men, Milt. 


A Very Neat Store Paper 
No. 4 (7 in. x 9 in.) 


Here is the editorial page from the May issue of 
The American Eagle, the store paper of the Amer- 
ican Hardware Stores of Bridgeport, Conn. Mr 
R. N. Griswold, advertising manager of the con- 
cern, asks our opinion of the paper. 

Referring to a past criticism of ours, Mr. Gris- 
wold states that he is not looking for praise but 
criticism. He rather objects because we had some 
good words to say about a previous effort of his. 

It might not be amiss to say here that we do not 
make our comments to please anybody, not even our- 
selves. If we think an ad good, measured by cur 
rent publicity standards, we say so. If we think 
it poor, we say so likewise. A few things in this 
life you may be certain of, and one of them is that 
every ad reproduced in this department stands on 
its own bottom and gets the sort of comment it de- 
serves. If we didn’t adhere to this inflexible rule 
our comments would be a joke.. We don’t believe 
that the best advertising critic is one who knocks 
all the time on general principles. He is just a: 
bad as the fellow who always praises everything 
that comes under his notice. 

We believe hardware dealers want sane comments 
and horse-sense criticism from this department, 
and believe us, we do our darndest to provide suc: 
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help, and from the appreciative letters we receive 
from hardware men all over the country we believe 
we are meeting with some degree of success. 

There is nothing constructive in rapping a hard- 
ware adman when he produces a really creditable 
piece of work, and the same applies to praise of an 
effort which anyone could see with half an eye was 
undeserving of many good words. The old theory 
that to get the best out of a man you ought to 
criticise him all the time was exploded long ago. 
And when we get a good ad we hop right up and tell 
the man it is good, and when we get an exceptional 
ad we make our comments stronger to fit. In doing 
this we believe we are right and are perfectly will- 
ing to debate the subject. . 

Now, then, here is the editorial page from Mr. 
Griswold’s store paper. He wants to know if we 


Wear Proof 





Liquid Paint 


Is a good Paint and sold under the following 


Guarantee 


to give complete satisfaction. If in your opinion the paint does 
not give proper service the dealer from whom the same was pur- 
chased is hereby instructed to supply you with an equal quantity 
free of charge. 


Shades $3.20 per Gallon 


is a strictly Pure Linseed Oil and Lead Paint and is sold at a 
price minus the expensive advertising and sales methods used 
by other so-called High Grade paints claimed to be 100 per cent. 
pure, which is misleading as proven by Government Analysis 
Bulletin No. 70. 


Ready for Us<c 


for inside or outside, for every purpose, it spreads evenly, is al- 
ways uniform, dries with a fine luster and holds its color much 
longer than ordinary paint. 


Six Years Service 


and exposure on buildings in Saranac and vicinity to prove our 
claim for durability, can others furnish such proof, ask the 
smooth salesmen with their expensive advertising methods to 


do so. 
Varnish 


A ‘full and complete line, get my prices. 


Brushes 


An endless variety to select from. 


MILT. BENSON 


Saranac, - - : Michigan 











No. 3—Good argument on paint 


think it an improvement over the previous issue. 
We do, and here is why we do. In the previous is- 
sues the matter carried no border and no ornamenta- 
tion. Inasmuch as The American Eagle is more a 
store catalog than a store paper, it was denied the 
attractive setup possible with the latter. Mr. Gris- 
wold was keen enough to realize this, and he has 
made this issue more of a store paper by introducing 
reading columns and designs and an attractive idea 
in border makeup which relieves the pages which list 
merchandise. For these reasons, we think the cur- 
rent issue a marked improvement. 

We could have made similar suggestions in our 
previous comment, but then our suggestions would 
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have demanded an abrupt change of policy in edit- 
ing the paper, and we do not usually shape our 
comments that way unless there is a specific de- 
mand for such suggestions. We work with the ma- 
terial in hand and endeavor to improve that or a 

vise that it is being handled satisfactorily. We d 
not interfere with a dealer’s advertising policy un- 
less it is obviously incorrect. Our comments would 
depreciate in value if we endeavored to turn every 
dealer’s policy upside down and according to ou: 
own private notions of running a hardware store 
Even at that, if you will refer to back numbers of 


4 THE AMERICAN EAGLE ’ 
Bo $4.16 MAY 1918-—-o-—-$5.00 JANUARY 1923—o-—W._ 8.8. 


THE AMERICAN BEAGLE | or our men in the Agricultural Depart 


ment pawing over bins of plow parts, 








Published once @ month by cultivators, knives, ete., trying to match 

| THE AMERICAN HARDWARE STORES, | up a part he has in his hand, and then 
une. tell the customer that he cannot mateh 

it. It would be discouraging if it did 

tn the Meme tet the eB A jap orn ppanenr not more often happen that after look- 


described will be timely suggestions and a ing at the part he goes to a bin and 
] in 


eee are aa alan picks up a part with ‘‘That’s what you 
request inilaasacipantlaseetdaaig | want, sir We carry hundreds of 
ributions and suggestions are at all parts in stock ; parts for all implements 


umes ‘cordially invited. 








we sell and parts for many others. It 
means much extra work and detail but 
is one of the services we render our 
customers 


VOL. 2. MAY, 1915 No. 5 


ONE GOOD BOND DESERVES ANOTHER—BUY MORE LIBERTY BONDS 


They are fighting over there for 
liberty. Some are in the front trenches 


: : Judging from Appearances. 
Some are in the second line, reinforcing ging Ppe: 





rist who had long been out 
and supporting those in the front lines. eee oe eee . the 
The first line needs the support of the vacenit vaballion, ‘Walliuk down Satk- 
second line, the second the support of ville Street with a friend, he gazed at 
those in the rear, and so on. ‘The sup the destruction wrought during those 
porting forces are built up to span the day ays, then quietly asked : 
— to the final supporting forces How tung have you had Hone 
Wy | Rule? 

We are the base, the support of a “ —London Opinion 

pyramid, the apex of which will push 


through to victory. Each individual's His First Thought. 
support is a brick in this base. His The Kaiser’s perpetual prate about 
moral support is the cement which the 


} Lord being with him brings to mind 
binds his efforts with those of his the authentic yarn about the Swede | 
neighbor. If he does not do his he whose horses ran away down the moun- 
= risen be ager If a pon =~ “4 tain with him while they were attached 
nis neighbor with moral co-operation, to a sled loaded with lees. 

the cement does not set. The base has | °C Ah, Knut," Bie x Bishop W., wishing 
a weak spot and is not a solid founda- | 4 jnoujeate a valuable lesson, “and 


tion. Do not weaken, sustain and help 


: | during that wild ride you realized, did 
sustain. 


you not, that the Lord was with you?’” 


SQNO@ ALUZEIT ANG HLO@ JAVS—SAAIT BIZHL YO AANOW BNOA 




















=a "Sal “Oh-aye!’’ responded the simple 
. Why Not? , , Seandinavian. ‘‘And Ay tank, by 
She (belligerently): “‘Why weren't | golly, he bane going some.’ 
you to a = with the ear to meet | —Kansas C ity Star 
me as usu | 
He (meekly) : ‘*My dear, you ought | Our automobile departine nt often re- 
to get into this habit of some meetless | marks that they seldom see a Republic 
days.”’ —Dallas News. | e after they sell it. No adjustments } 
j - — | necessary. A few days ago a customer | 
**Why do we have these meatless and returned one for inspection. It had } 
wice*!es days?’’ asked the selfish per- | been run 13,700 miles. He wanted to 
son. | know * it we vuld run 5,000 miles more 
“In order,’’ replied Miss Cayenne, | We told him “Republic Tires Do Last 
“‘that we may have a defeatless army.’’ | Longer.’ 
HE ALSO FIGHTS WHO HELPS A FIGHTER FIGHT 








No. 4—A store paper which was improved 


HARDWARE AGB, you will note where we have shaped 
and suggested new plans of attack and certain 
changes of approach, but in this we try to be rea 
sonable, realizing that the hardware man is on the 
ground and is shaping his publicity in conformation 
to local conditions. 

In conclusion, we would state that ten years’ ex 
perience in handling retail hardware advertising 
has given us a wholesome respect for the hardware 
dealer’s advertising initiative. Perhaps if we we: 
writing in some other retail trade, we might gro 
more cocky and self-assertive. 

The hypothesis is correct and the conclusion 
inevitable. Q. E. D. 


Obituary 


Henry S. Bemis of the Bemis & Call Hardware & 
Tool Company, Springfield, Mass., and a director of the 
Springfield National Bank, died suddenly at his home 
35 Elliott Street. He was korn in Springfield in 1850, 
and was a member of several clubs. 

Morritt A. PHILLIPS, a member of E. Phillips & Son, 
tack manufacturers, died recently at his home on Broad- 
way, Hanover, Mass. in his seventy-fourth year. He is 
survived by a widow and four daughters. 

GEORGE W. LANE, a well known hardware merchant of 
Rockford, Ill., died at the home of his daughter in 
Chicago recently, as the result of a fall. Mr. Lane had 
started business in the early sixties as a member of the 
firm of Lane, Paine & McElwain. 





Hardware Age 


WILLIAM P. KUTSCHE, 79 years old, died at his home 
in Grand Rapids, Mich., recently following a stroke of 
apoplexy. Mr. Kutsche was prominent in business 
circles, and had conducted a hardware store on Monroe 
Avenue for the past 50 years. He was born in Lieg- 
nitz, Germany, and went to Grand Rapids when 15 
years old. 

CHARLES KLEIN died at his home 47 East Elizabeth 
Street, Detroit, Mich. recently in his seventy-sixth year. 
He had been engaged in business for 30 years, and is 
survived by two sons and a daughter. 

FREDERICK NUSBICKEL, a hardware merchant of 
Lyons, N. Y., died suddenly at the Lyons Hospital re- 
cently. He was 69 years old. 

ALBERT R. QUIGG, senior member of A. R. Quigg & 
Son, Elk City, Kan., organized in 1879, died there re- 
cently in his seventy-fifth year. He was born in Web- 
ster, Ind. and served in the Civil War. He is survived 
by a widow, two daughters and one son. 


FRANK E. SMITH, a retired hardware man of Me- 
ridian, Miss., died there recently following an illness of 
several weeks, aged 55 years. 

FRED DEWITT, for 17 years connected with the New 
York Sporting Goods Company, 15 Warren Street, New 
York, and with the later corporation of Baker, Murray 
& Imbrie, Inc., died recently. He had been in failing 
health for some time. Mr. DeWitt was well known in 
the bicycle trade and was a recognized authority on all 
matters pertaining to the bicycle business. 


JOHN ECKERT died suddenly at his residence in Os- 
good, Ind., recently. He had opened a hardware store 
in 1889, which he continued until the time of his death. 
He is survived by a widow, two sons and two daughters. 

EDWIN B. EMERSON, paint dealer, died recently at his 
home in Northampton, Mass., aged 71. He was a native 
of Littleton, N. H. He was in business at Northampton 
twenty-seven years, and before that in business in 
Holyoke. Mr. Emerson always took a lively interest in 
local politics and served on the Common Council. He is 
survived by a wife and daughter. 


FREDERICK E. PERKINS, president of the Rhode Island 
Perkins Horseshoe Company, recently died at his sum- 
mer home at Woodlake, R. I. Death was due to heart 
trouble. He was born 68 years ago. 

JOHN C. CuRTIS, who had been in the hardware 
business at Camden, Me., since 1872, died May 27, after 
a short illness, aged nearly 73 years. With the excep- 
tion of five years which he spent in California, Mr. 
Curtis had been a lifelong resident of Camden. He is 
survived by a widow, one daughter, Mrs. Frank Mans- 
field of Brookline, Mass., and one son, John C. Curtis, 
Jr., of Yokohama, Japan. 

MORRILL A. PHILLIPS, one of the best-known citizens 
of Hanover, Mass., died at his home on Broadway, 
that town, May 30, aged 74 years. For many years he 
was in the tack manufacturing business with his father 
and later bought the tack business of L. C. Waterman, 
which he conducted up to the time of his death. Mr. 
Phillips leaves four daughters. He was a trustee of the 
Hanover Public Library and E. Y. Perry Fund. 


J. FRANK HARBSTER, well known in hardware circles 
in Reading, Pa., died there recently aged 62 years. 
Many years ago he was engaged in the hradware busi- 
ness in Boston. He is survived by two sisters and one 
brother. 


Fairbanks Co. Expansion 


With the approval of the Capital Issues Committee, 
the Fairbanks Company, makers of scales and hard- 
ware, has sold $1,000,000 8 per cent preferred stock 
to Boston bankers for the purpose of raising funds 
to develop a rapidly expanding business. New inter- 
ests, including E. V. R. Thayer and E. R. Tinker of 
New York, and D. W. Gurnett of Boston, have become 
identified with the company. 


EpwarD WECK & Son, 148 Fulton Street, New 
York, have been incorporated with a capital of 
$80,000 by M. C., H. D. and Edward Weck to man- 
ufacture cutlery, etc. 


Reading matter continues on page 86 
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STANLEY 
GARAGE 


HARDWARE 


is to your own and your customer's advantage to stock 
Stanley Garage Hardware, which satisfies every garage 
requirement and satisfies it perfectly. Stanley Products 
are well and favorably known, they are in steady demand and 
net you a substantial profit. 


Whether it is the Stanley Garage Door Holder No. 1774 
(which prevents the swinging door from crashing into the 
car that is entering or leaving) or Stanley Butts, Bolts, 
Hinges, Latches or Pulls, the Stanley trade-mark is the guar- 
antee that this hardware will give continuous service, satis- 
factory in every way. 


Stanley Garage Door Holder 











Door Partly Open Door Wide Open 








Stanley Hinge 
No. 1456 


If you have not stocked Stanley 
Garage Hardware, it will pay you to 
do so. Today write for our interest- 
ing booklet on ‘Selling More Stanley 
Garage Hardware.” It is free on re- 


fe quest. 
@ Worry 


New York New Britain, Conn., Chicago 
‘Reak 73 East Lake Street 


Latch Set 
No. 1264J 


100 Lafayette Street 


P acturers of Wrought Bronze and Wrought Steel Hinges and Butts of all kinds, 
IR army os Ball Bearing Butts. Also Pulls, Brackets, Chest Handles, Peerless Storm 
Sash Hangers and Fasteners; Screen Window and Blind Trimmings; Twinrold Box Strapping, 
and Cold Rolled Strip Steel. 


Stanley Garage Hardware Is adaptable for factory and mill use. 


















NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 
by Hardware Manufacturers 


Soldiers’ and Sailors’ Shaving 


Outfit 


The American Safety Razor Com- 
pany, Johnson and Jay Streets, Brook- 
lyn, N. Y., has prepared a group of 
shaving outfits, especially desirable for 
the army and navy services. The 
newest of these is the Ever-Ready 
Army Kit No. 15, which is both com- 
pact and light. It is put up in a case 
of durable khaki and secured with a 
snap button. The firmly stitched com- 





Ever-Ready Military Special No. 12 


partments hold the standard Ever- 
Ready frame handle, and there are 
two metal sheaths with the reserve 
blade supply, each blade being separ- 
ately wrapped to keep keen and clean. 

The Standard Ever-Ready safety 
razor set contains the Ever-Ready 
frame, guaranteed by the company for 





Ever-Ready Army Kit No. 15 


not less than 10 years, is automatic 
in adjustment, with a handle just 
heavy enough to give proper grip and 
balance. The blades are held in metal 
sheaths and the case is of durable 
construction, velvet lined. 

The Army and Navy Special No. 2 





is a combination outfit designed par- 
ticularly for soldiers and sailors, as 
well as Red Cross, Y. M. C. A. and 
other auxiliaries, but equally handy 
for civilians desiring a set of small 


Sig ts 


- Ever-Ready 
Outfit Noll 





Ever-Ready Military Outfit No. 11 


compass. Is made up of the Standard 
Ever-Ready frame and handle, auto- 
matic stropping machine and a genu- 
ine horsehide leather strop. 

The Ever-Ready military outfit No. 
11 is made up after the arrangement 
of the Army and Navy Special No. 2, 
but because of a waterproof khaki 
folding cover it is still more compact 
and occupies less space. In arrang- 
ing such accessories the bulk and 
weight are of prime importance 
whether for enlisted man or officer in 
campaigning, because of minimum al- 
lowances, whether carried by the sol- 
dier or in officers’ baggage in the 
transport train. 

The blades may be ‘automatically 
stropped, quickly and efficiently, by 
using the stropping machine shown 
which will strop either single or double 
edge blades. It is only necessary to 
insert a blade in the holder when a 
few strokes puts it in condition. There 
are no fragile parts or springs. The 
strop is of genuine horsehide. 

The Ever-Ready military special No. 





Stropping Machine 
Reading matter continues on page 88 
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12 is another combination ready for 
instant service. It has a woven water- 
proof khaki case for close folding, con- 
taining the standard frame and han- 
dle, radio blades in metal sheaths, 
Ever-Ready, Badger hair shaving 
brush, stick of shaving soap in nick- 
eled box and an unbreakable metallic 
trench mirror finely polished. These 
mirrors are practically indestructible, 
light and occupy the least amount of 
space for such a purpose. 

The Ever-Ready shaving brush is 
designed to stand up under constant 
and exacting duty. The ferrule is 
solid rubber, vulcanized almost of the 
hardness of flint, after having been 
shaped and threaded to fit each han- 
dle precisely. The majority of Ever- 
Ready handles are solid bone, made 
into graceful shapes with a fine sur- 
face polish. No plugs are used in 
these brushes, the bristles are of good 
quality and sealed in a hygienic pack- 
age. 


Price Lists, Circulars, Etc. 


The Gillette Safety Razor Com- 
pany, Boston, Mass., and New York, 
is prepared to furnish for window 
display several arrangements, includ- 
ing Nos. 0, 1, 2 and 3, a folder de- 
scriptive of which, 9% x 8% in., will 
be sent, enumerating the contents of 
each display. The displays are also 
illustrated separately to give an idea 
of the makeup. There is also illus- 
trated advertising matter to hand the 
customer. 

Thomas E. Wilson & Co., 701-709 
North Sangamon Street, Chicago, IIl., 
have issued a catalog of sporting 
goods and athletic equipment for the 
summer season, 112 pages illustrating 
and describing equipment and apparel 
for all sports, including baseball, bas- 
ketball, football, soccer, tennis, golf, 
gymnasium and track. Also fishing 
tackle, cameras, flash lights, camping 
requisites, hunters’ sundries, motor 
kits, bicycles and bicycle supplies, 
street and sport shoes, sweaters, jer- 
seys, bathing suits, baseball uniforms, 
athletic stockings, ete. There are 
several of these catalogs available 
covering different lines of Wilson 
athletic goods, some of which are also 
for fall and winter use. 

“American-made Toys” is the title 
of an illustrated Trade Book published 
by the Toy Manufacturers of the 
U. S. A., Flatiron Building, Twenty- 
third Street and Broadway, New York 
City. Its object is to supply informa- 
tion regarding the American toy in- 
dustry, to associate manufacturers, 
and distant buyers, for their mutual 
profit, and to establish permanent 
agencies and representations in for- 
eign countries who will deal direct 
with principals. These aims are ex- 
plained in English, French, Spanish 
and Portuguese. 
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Frank Rawlinson says— WILCOX 


RICHARDS! 


‘* The last material I bought from you worked 
* ” 4uRORK 
so well I am coming back for more. rraoey\ * 
want \ 











Mr. Rawlinson, Treasurer of the Central China Mission, Shanghai, 
accompanies the above statement with order and check covering 
additional hardware for sliding partitions dividing auditorium into 
class rooms. 


Our files contain unsolicited testimonials like the above from en- 
thusiastic users of R-W Products all over the world. 
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RICHARDS-WILCOX 
Hardware for Sliding Partitions 


in public buildings such as churches, missions, schools, lodge halls, 
clubs and similar institutions in which it is customary to divide 
auditoriums into class rooms and vice versa 


GIVE UNIVERSAL SATISFACTION 


Made in suitable sizes to accommodate all requirements and for 
three types of partitions: Parallel Door Partitions, Accordion Door 
Partitions, Flush Door Partitions. 


Write for illustrated book, ‘‘Sliding Door Hard- 
ware for Partitions. Sent without obligation.”’ 


RichardsWilcox Manufacturing (0 











0S ANGELES. AurorA, ILuinors, USA. pene 
CHICAGO Richards-Wilcox Canadian Co,Ltd,London, Ont. eau 


“Ahanéger for any door that slides” 
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Taking the ‘IF’ Out of ‘‘THRIFT”’ 


(Continued from page 64) 


chases by employees throughout the entire organi- 
zation resulted. But more of that later. 

To further the competition and to encourage 
each employee to start a Thrift Card, the com- 
pany offered each employee the sixteenth stamp 
free on his or her first filled Thrift Card, and this 
offer of the free Thrift Stamp likewise had a great 
stimulating effect. 


Branch Organization the Unit 


GENERAL idea of the contest follows: 

For practical purposes the branch organiza- 
tion is the unit of operation. All the departments 
at a branch compete among themselves and are 
ranked at the end of each week on a basis of aver- 
age investment per employee. 

The average investment per employee is determ- 
ined by adding the total cash value of the stamps 
purchased by the department during a past period 
of the contest and dividing this total cash value 
by the number of employees in the department. 

For example: If there are 15 employees in 2 
department and the total cash value of the stamps 
purchased are $27.45, the average investment per 
employee is $1.83. 

The department having the highest average in- 
vestment per employee leads for the ensuing week 
in that branch. Once a month the sales for all de- 
partments at a branch are totaled, this result 
entered in competition with results at the other 
branches. The branch showing the highest aver- 
age investment per employee leads for the ensuing 
month. 

In the weekly contest among departments and 
in the monthly contest among branches, the figures 
used are accumulative; that is, the total (accumu- 
lative) sales for the entire past period are used in 
determining the average investment per employee. 

The stamp sales organization for the Vacuum 
Oil Company is as follows: 

1. DEPARTMENT STAMP AGENT. 

One employee in each department is the depart- 
ment stamp agent. He receives and accounts for 
the Thrift Stamps sold in his department and re- 
ports weekly to the branch stamp manager on the 
proper forms. 

Except in unusual circumstances he does not sell 
$5.00 War Savings Stamps, exchange Thrift Cards 
for $5.00 War Savings Stamps or deliver the free 
Thrift Stamp offered by the company. 

2. BRANCH STAMP MANAGER. 

This post is held by a responsible employee at 
each branch. He purchases, distributes and ac- 
counts for all Thrift Stamps and $5.00 War Sav- 
ings Stamps sold at the branch. 

From him the department stamp agents obtain 
Thrift Stamps as needed and to him they make 
their weekly reports. : 

Only the branch stamp manager may sell the 
$5.00 War Savings Stamps outright, exchange them 
for Thrift Cards or deliver the free Thrift Stamp 
offered by the company. 

Each branch stamp manager reports monthly to 
a department in the head office in New York, 
where the branches are ranked in the contest. 

3. GROUP MANAGERS. 

These men form the executive stamp campaign 
committee at any branch but do not take part in 
actual stamp sales. Each group manager has sev- 
eral departments under his supervision and it is 
his business to stimulate and promote stamp sales 
in these departments. 


Hardware Age 


The position of group manager is a very im- 
portant one in the success of the campaign. It is 
vital that the group managers be live wires, for in 
contests of this sort and, for that matter, in any 
sort of contest extending over a considerable 
period of time, the interest in the contest must be 
maintained at white hot heat throughout if it is 
to accomplish maximum results. This depends in 
no small measure on the work of the group man- 
agers. 

Briefly stated, the mechanics of the competition 
are as follows: 

The stamp agent in each department turns in 
weekly to the branch stamp manager the follow- 
ing data: 

1. Number of employees in the department. 

2. Total cash value of purchases made by all em- 
ployees since the beginning of the competition. 

3. Average investment per employee derived 
from the above figures. 

4. The number of employees in the department 
who bought stamps during the current week. 

5. The percentage of employees who bought 
stamps during the current week. 

The above thus shows not only the amount in- 
vested by employees, but whether or not they are 
regular purchasers, this latter being one of the 
chief aims of the competition. 

When he has received the above data from all 
departments the branch stamp manager ranks the 
departments in the order of their average invest- 
ment per employee, typewrites them in their cor- 
rect order and sends a bulletin to each depart- 
ment for posting. 

The monthly contest among branches is oper- 
ated similarly, except that the data includes all 
employees in the branch and covers the total 
sales at the branch for the month. 

The branch stamp managers send this data to 
the New York office where it is tabulated and 
the branches ranked in order of their average in- 
vestment per employee. 


Sidelights on the Contest 


i io order to keep interest in the competition ¢con- 
stantly fresh large blackboards are placed in 
the main halls showing each week the standings of 
all departments. At the same time, a smaller 
blackboard in each department shows the weekly 
standing of that department in comparison with 
other departments in its group. 

In addition, bulletins are sent to each depart- 
ment from time to time touching on the progress 
of the contest and describing interesting features. 

The company also publishes a War Savings 
Stamp folder which points out the attractiveness 
of War Savings Stamps as a means of investment, 
and this booklet has been widely circulated 
throughout the entire organization. 

Branch managers, group managers and depart- 
ment managers take great pride in getting as large 
a percentage of employees in their department as 
possible to purchase stamps regularly each week 
and are continually sending out letters, bulletins, 
etc., calculated to maintain interest in the contest. 

As a means of keeping track of the free Thrift 
Stamps given by the company, all first Thrift 
Cards issued to employees are numbered by the 
branch stamp manager. 

As each is given out the name of the employee 
receiving it is entered on a sheet opposite the 
number. As these Thrift Cards filled with fifteen 
stamps are returned, it is a simple matter for the 
branch stamp manager to check the free stamps 
given. 


Reading matter continues on page 90 
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the wheel. Wire rope or cord HARDWARE 


line can be used. 
A Child Can Operate It ROLLING 
STORE LADDERS 
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Notes of the Retail Hardware Trade 


ASHLAND, ALA.—The Talladega Hardware Company_ has 
succeeded to the business of the Farmers Hardware Com- 
pany, which is both wholesale and retail. The firm name 
will remain unchanged. 


NEEPAWA, MANITOBA, CAN.—Ralph & Simpson have pur- 
chased the hardware business of George L. Forrester, and 
added a line of automobile accessories. 


FLAGLER, CoL.—J. A. White, conducting a hardware store 
here, carries a stock of buggy whips, cutlery, builders’ hard- 
ware, mechanics’ tools, washing machines, kitchen house- 
furnishings, crockery and glassware, shelf hardware, paints, 
oils, varnishes, glass, etc. 


HAMILTON, ILL.—The McMahan Hardware & Implement 
Company has recently started in business here. Its stock 
will comprise a line of the following: Baseball goods, elec- 
trical household specialties, washing machines, galvanized 
and tin sheets, mechanics’ tools, bicycles, building paper, 
dairy supplies, cutlery, refrigerators, etc. 


HINDSBORO, ILL.—E. Eversole, who now owns the stock 
of Eversole Bros., requests catalogs on automobile accessories, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, children’s vehicles, churns, cream separators, cutlery, 
dairy supplies, dog collars, furnaces, furniture department, 
galvanized and tin sheets, gasoline engines, hammocks and 
tents, harness, heating stoves, heavy farm implements, heavy 
hardware, home barbers’ supplies, iron beds, kitchen cabinets, 
kitchen housefurnishings, linoleum, lubricating oils, mechan- 
ics’ tools, paints, oils, varnishes and glass, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, tin shop, 
wagons, buggies and washing machines. 


MeEporA, ILtL.—J. H. French & Co. have bought the stock 
of Williamson & French. 


SHERRARD, ILL.—Morgan Bros. have taken over the stock 
of J. A. Nelson, consisting of belting and packing, builders’ 
hardware, churns, cream separators, crockery and glassware, 
cutlery, furnaces, furniture department, galvanized and tin 
sheets, gasoline engines, hammocks and tents, heating stoves, 
heavy farm implements, heavy hardware, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, ranges and 
cook stoves, refrigerators, shelf hardware, silverware, tin 
shop, wagons, buggies and washing machines. Catalogs re- 
quested. 


DECATUR, IND.— The Decatur Cash Hardware & Imple- 
ment Company, 226 Madison Street, has engaged in business. 
Among the lines handled will be the following, on which 
catalogs are requested: Bathroom fixtures, belting and 
packing, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cream separators, cutlery, 
dairy supplies, fishing tackle, furnaces, furniture department, 
galvanized and tin sheets, gasoline engines, hammocks and 
tents, heating stoves, heavy farm implements, heavy hard- 
ware, kitchen housefurnishiugs, lubricating oils, paints, oils, 
varnishes and glass, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, shelf hardware, silver- 
ware, sporting goods and washing machines. 


MOORELAND, IND.—The Clark Hardware Company has dis- 
posed of its stock to the Huffman Hardware Company. The 
new concern has added a line of automobile accessories anu 
housefurnishing goods, and requests catalogs on the following 
items: Automobile accessories, baseball goods, belting and 
packing, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cream separators, crockery 
and glassware, cutlery, dairy supplies, dog collars, electrical 
household specialties, fishing tackle, furnaces, furniture de- 
partment, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, harness, heating stoves, heavy farm im- 
plements, home barbers’ supplies, iron beds, kitchen cabinets, 
kitchen housefurnishings, lime and cement, linoleum, lubri- 
cating oils, mechanics’ tools, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods, toys, games 
and washing machines. 


PENNVILLE, IND.—The Pennviile Hardware Company has 
sold its business to the Wm. R. Gemmill Hardware Company, 
which requests catalogs on a general line of hardware and 
implements. 


PORTLAND, IND.—Ozro R. Beebe has bought the entire stock, 
fixtures, etc., of Rowe & Beebe. 


_ CEDAR Rapips, Ilowa.—J. C. Witousek & Co., 
First Street, are retiring from business. 


110 South 


WALKER, Iowa.—The stock of the E. D. Bare Hardware 
Company has been sold. The J. H. Grieger Hardware Com- 
pany is the purchaser. Catalogs requested on a general line 
of hardware. 

AUSTIN, MINN.—B. F. 
stock of Corney & King. 

ELK RIverR, MINN.—P. M. 
Cc. FE. Falk & Co. 

GOODRIDGE, MINN.—G. C. Gulrus has sold out to N. H 
Dahl. A line of windmills, aluminum ware and Pyrex ware 
will be carried in addition to the regular stock. 

MINNEAPOLIS, MINN.—W. K. Morison & Co., 
Seventh Street, carrying a large stock of builder 


King has recently taken over the 


Morneau & Co, have succeeded 


15-19 South 
* hardware, 
tools, cutlery, paints, sporting goods, mill and factory sup- 
plies and kitchenware, is about to discontinue business Ww. 


K. Morison. the present owner, is 63 years old, and has been 
actively engaged in business for 47 years. 

New York, N. Y.—T. Klenert, formerly connected with 
lL. Bamberger & Co., Newark, N. J., as buyer, is now buyer 
and manager of the Marlin Hardware Company, 110 Ful- 
ton Street, dealing in hardware, automobile and janitors’ sup- 
plies. He desires catalogs and discounts. 

OcpEeNsBuRG, N. Y.—The Payne Hardware Company, Inc., 
with a branch store at Massena, has started in business 
here at 15 Ford Street. The concern’s business is some whole- 


sale, but mostly retail in the following lines: Automobile ac- 
cessories, baseball goods, bathroom fixtures, belting and 
packing, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicles, cutlery, dairy supplies, dog collars, 
electrical household specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, hammocks and tents, heating stoves, 
heavy hardware, lubricating oils, mechanics’ tools, oil cloth, 
paints, oils, varnishes and glass, plumbing department, pre- 
pared roofing, ranges and cook stoves, refrigerators,, shelf 
hardware, sporting goods, tin shop, toys, games and washing 
machines. Catalogs requested. 


Syracuse, N. Y.—The Bolway Company, Inc., has recently 
been organized with Frank E. Bolway as president and treas- 
urer, and will open a store at 220-222 South Saline Street 
with a complete stock purchased from Thomas E. Wilson 
& Co. of Chicago. John F. Fay, formerly manager for 
Abercrombie & Fitch, New York, will be manager; Lucien 
A. Eddy, vice-president; W. P. Eddy, secretary, and Horace 
E. Coon, assistant treasurer. A wholesale and retail business 
will be conducted. 


McHenry, N. D.—H. S. Halverson has bought the H. G. 
Homme hardware stock. 


OMEMEE, N. D.—The Farmers Implement Company has 
been organized to deal in automobile accessories, belting and 
packing, buggy whips, cream separators, gasoline engines, 
harness, heavy farm implements, lubricating oils, pumps, 
toys, games and washing machines. Catalogs requested. 


ATHENS, OH1I0.—The Wheaton & Crooks Hardware Com- 
pany are purchasers of the stock of H. L. Wheaton. 


BIGHEART, OKLA.—The Bigheart Hardware Company has 
been incorporated with a capital stock of $10,000. Roy 
Cornett is president and J. F. Ritterhusch, secretary and 
treasurer. 


BLACKWELL, OKLA.—Gearhard Bros. & Alder Hardware 
Company are installing a new store front. 


LinpsAy, OKLA.—The Lynch Hardware Company is suc- 
cessor to Lynch Bros, 


Nyssa, OrE.—The Nyssa Hardware Company, purchaser 
of the Goshert & Coward stock, has moved to a new loca- 
tion. 


WILKINSBURG, Pa.—The Waring Hardware Company, 815 
Wood Street, requests catalogs on articles for use in manual 
training and domestic science. 


Paces MILLs, S. C.—The Peoples Hardware Company has 
been organized with a capital of $15,000 to deal in automo- 
bile accessories, baseball goods, bathroom fixtures, belting 
and packing, bicycles, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, cream separators, 
crockery and glassware, cutlery, dairy supplies, dog collars, 
electrical household specialties, fishing tackle, furnaces, fur- 
niture department, galvanized and tin sheets, gasoline en- 
zines, hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, home barbers’ supplies, 
iron beds, kitchen cabinets, kitchen housefurnishings, lime 
and cement, linoleum, lubricating oils, mechanics’ tools, oil 
cloth, paints, oils, varnishes and glass, poultry supplies, pre- 
pared roofing, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf. hardware, silverware, sporting goods, 
toys, games, wagons, buggies and washing machines. Cata- 
logs requested. 

Batic, S. D.—J. G. Brende has disposed of his stock to 
the Baltic Hardware Company. 

DoLAND, S. D.—The F. J. Riley Hardware & Furniture 
Company now owns the stock of A. J. iske. 


Mapison, S. D.—The Rensch-Thompson Hardware Com- 
pany has bought the stock of Chris Rensch. 


BLossom, Tex.—W. J. Patton has opened a business here, 
carrying a stock of the following on which catalogs are 
requested: Automobile accessories, baseball goods, buggy 
whips, builders’ hardware, building paper, churns, crockery 
and glassware, cutlery, electrical household specialties, fishing 
tackle, furniture department, harness, heating stoves, heavy 
farm implements, heavy hardware, iron beds, kitchen cabinets, 
kitchen housefurnishings, linoleum, lubricating oils, mechan- 
ics’ tools, paints, oils, varnishes and glass, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, shelf hardware, 
silverware and wagons and buggies. 


COLEMAN, TeEx.—Horne & Beck have sold their hardware 
business to the Horne Hardware Company. 


KruM, Tex.—The Sewell Hardware Company has bought 
the stock of the Spencer & Goffe Hardware Company. 


SALEM, Va.—The Brown Hardware Company, Inc., has 
been incorporated as successor to the Woods Hardware Com- 
pany. The capital stock is $20,000. A wholesale and retail 
business will be conducted. Catalogs requested on automo- 
bile accessories, baseball goods, buggy whips, buildefs’ hard- 
ware, building paper, churns, cream separators, cutlery, 
dairy supplies, dog collars, electrical household specialties, 
fishing tackle, galvanized and tin sheets, harness, heating 
stoves, heavy farm implements, heavy hardware, home bar- 
bers’ supplies, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, shelf hardware, silverware, 
sporting goods and washing machines. 


APPLETON, Wis.—The Rusch Hardware Company has in- 
creased its capital stock from $10,000 to $30,000. 

MILWAUKEEB, Wis.—The Park Hardware Company, 3722 
Vliet Street, has bought the hardware business of Gustave 
Gartzke. The new owner requests catalogs on the following 
items: Automobile accessories, baseball goods, bathroom 
fixtures, bicycles, builders’ hardware, building paper, chil- 
dren’s vehicles, cutlery, dog collars, fishing tackle, furnaces, 
galvanized and tin sheets, heating stoves, kitchen housefur- 
nishings, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, prepared roofing, pumps, ranges and cook 
stoves, refrigerators, shelf hardware, sporting goeds, tin shop 
and washing machines. 


Reading matter continues on page 92 
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